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INTRODUCTION 
The Situation 
This thesis is concerned with social and social-psychological factors 
related to economic success of small retail firms. Of especial interest 
are the various retail firms providing goods and services to farmers. In­
cluded among these are farm machinery dealerships, farm supply stores, 
grain elevators, and various other retail suppliers of agricultural produc­
tion inputs. 
These firms are deeply involved in the various changes taking place 
in agriculture. The products provided by these firms are partly res­
ponsible for the changes in farming. And the increased size, capitaliza­
tion and mechanization of farming mean many things to these retail firms. 
For example, the amount spent on agricultural production inputs (at re­
tail outlets) has increased greatly in recent years. The grand total 
of cash expenditures for production supplies and equipment by farm opera­
tors in the United States increased from approximately 12.9 billion 
dollars in 1957, to 14.3 billion in 1960, to 16.6 billion in 1963, to 
17.5 in 1965 (115; 116; 117; 118). In 1965 production expenses by 
farmers in the United States included: approximately 5.9 billion dol­
lars on feed, 1,7 billion on fertilizer and lime, 1.5 billion on petro­
leum fuel and oil for motor vehicles, 991 million for tractors and 2.0 
billion for other farm machinery and equipment (118). The grand total 
of farmers' expenses for non-supply production items (services, etc.) 
has also increased in recent years. 
The changes in farming, however, are not necessarily all to the 
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advantage of retail firms. As the average size of farms has increased 
the number of farms and the number of farmers have decreased.^ There 
are, thus, fewer customers for the retail firms. The inputs demanded 
by these farmers are more expensive and complicated now than at any time 
in the past. 
Some retail firms have prospered from these changes while others 
have had serious difficulties. Some have been unable to survive the 
changes. 
2 The farm machinery business provides an example of the implications 
of the changes in farming and agricultural technology for retail firms 
serving farmers. The number of farm machinery dealerships in the United 
States is decreasing. There were approximately 32,700 retail outlets 
selling some machinery in the United States in 1948 compared to only 
about 15,900 in 1963 (44). In general the dealerships which are in 
business today are larger and more highly capitalized than dealerships 
were in the past. The possession of management skills by dealers has 
become increasingly important. 
Although dealerships have tended to become larger, there is still 
much variation among them. Some farm machinery dealerships in Iowa 
sell only one or two new tractors a year while others sell more than 50. 
^This decrease in the number of farmers has myriad implications 
not only for retail firms but also for rural towns, schools, churches 
and local governments. 
2 Farm machinery dealerships are used throughout this thesis as an 
example of retail firms serving agriculture. The empirical data all 
pertain specifically to farm machinery dealerships. 
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Some employ one or two persons while others have twenty or more employees. 
In some the dealer does much repair work himself; in others he does none. 
Some dealers say their job is mainly one of management. Other dealers 
emphasize different activities and skills. There are farm machinery 
dealerships in Iowa which do over a million dollars worth of total busi­
ness a year, while others have less than 50,000 dollars of gross income 
from sales and service. The range in dollar volume of sales of new farm 
machinery not including parts for a sample of 79 farm machinery dealer­
ships in Iowa in 1962 was from 1900 dollars to 545,000 dollars.^ Some 
of these dealers lost money; others made large profits. What accounts 
for these differences among dealers? Why are some dealers more success­
ful than others? 
Differences in economic success among retail firms are a result of 
many factors. A main concern of this thesis is to indicate Mfaat some 
of the factors are. The approach is a sociological and social-psycho­
logical one. Personality system and social system variables are em­
phasized. 
The Objectives of this Thesis 
This thesis derives from two levels of intellectual activities. 
On a practical level the concern is with differences in economic success 
among retail firms (including farm machinery dealerships) in a situation 
^Unless otherwise indicated the data in this thesis are from a 
study of farm machinery dealers in Iowa, 
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of agricultural change -- Why are some retail firms more successful 
than others? On a theoretical level the concern is with the influence 
of various sociological and social-psychological factors on social ac­
tion and outcomes of action -- What variables must be considered in ex­
plaining action and outcomes of action in social systems? 
By focusing on retail firms serving agriculture as social systems 
and on economic success of these firms it is possible to treat both of 
these levels of problems in one analysis. This is the strategy of this 
thesis. A conceptual framework has been developed which is intended to 
be applicable to a wide range of problems of small retail firms. In 
developing the framework special attention was devoted to delineating 
the variables most relevant to social action and outcomes of action 
in retail firms. Economic success was conceptualized as a goal of re­
tail firms and as an outcome of action (especially as an outcome of 
decisions made by managers). 
Both personality system variables and social system variables are 
emphasized in this thesis. Among the variables which are emphasized 
somewhat more than others are beliefs, values, and attitudes. The 
question to be answered is not simply whether or not beliefs, values, 
and attitudes are related to action and to outcomes of action. On the 
basis of past research it can be said with assurance that some beliefs, 
values, and attitudes are related to certain types of behavior while 
others are not. The problem is one of identifying the specific beliefs, 
values, and attitudes which are related to specific actions and outcomes 
of actions. It is also important to specify the conditions under vihich 
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such relationships hold. This is also true for other personality and 
social system variables. It is not sufficient simply to say they are 
related to outcomes of action. Information is needed on the nature of 
the relationships. What is desired is to be able to say not only that 
personality and social system variables tend to be related to certain 
relevant actions and outcomes of action but also to be able to specify 
the particular variables which tend to be related, the nature of the 
relationship, and the conditions under which the relationships tend to 
exist. An ultimate goal would be to understand the processes by which 
independent variables bring about changes in dependent variables. 
The objectives of this thesis relate both to the practical and to 
the theoretical levels of concern. 
Ob jective 1:  To delineate some of the variables wliich influence 
economic success in retail firms and to test for relationships. 
Ob jective 2:  To develop a conceptual framework which is relevant 
not only to economic success but also to a wide range of problems of 
retail firms.^ 
Thesis Outline 
The objectives stated above guide the remainder of this thesis. 
The chapter which follows contains the conceptual framework of the 
thesis. The framework is based on the notion of social action and 
^The conceptual framework ^ ich has been developed includes many 
variables. Only certain of these variables were operationalized for 
this thesis. The conceptual framework is intended to be general enough 
to be applicable to future studies of retail firms. 
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systems of action. It is suggested that outcomes of action, including 
economic success of retail firms, are functionally related to personality 
systems of social actors, to social systems, to culture and to relevant 
physical objects. Personality systems and social systems are emphasized. 
Elements and processes of personality systems and social systems are 
discussed. 
Theoretical propositions and hypotheses are presented next. Three 
theoretical propositions pertaining to economic success of retail firms 
were derived from the conceptual framework. One of these suggests that 
personality systems are related to economic success of retail firms. 
Another posits a relationship between social systems and economic suc­
cess. The third suggests that activities of managers are related to 
economic success. General hypotheses and specific hypotheses are 
presented following each of these theoretical propositions. 
Then the methods and procedures used in testing the hypotheses are 
discussed. The field study which provided the data for this thesis is 
discussed. The operational measures of the main concepts contained in 
the specific hypotheses are presented. The statistical methods used to 
test for significance of relationships (zero order correlation and mul­
tiple correlation) are also discussed briefly. 
The findings are presented next. The theoretical propositions, 
general hypotheses and specific hypotheses are listed. Each specific 
hypothesis is followed by two or more empirical hypotheses. The results 
of the empirical hypotheses are presented and are related back to the 
specific and general hypotheses. 
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The findings chapter is followed by the discussion chapter. In 
this chapter the findings are summarized. Then the theoretical approach, 
the methodology and the findings of the thesis are evaluated and sugges­
tions for future research are offered. 
The final chapter of the dissertation contains a summary. 
The summary is followed by the bibliography, the acknowledgments 
and an appendix. The appendix contains two tables. The correlation 
coefficients between the independent variables and the dependent vari­
ables are listed in Table 15. Table 16 contains the matrix of correla­
tions between all of the variables used in this thesis. 
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CONCEPTUAL FRAMEWORK 
Introduction 
This chapter contains the conceptual framework for this thesis. 
This framework was developed in light of two main considerations. First 
it was desired to develop a framework which could provide insights into 
the questions with which this thesis is concerned. Such a framework 
should also provide a guide for empirical investigation of these ques­
tions, Second the framework was intended to be general enough to be 
pertinent to a large variety of such questions (for future use). 
In developing such a framework it is always necessary to decide 
how general or how specific the framework is to be. Conceptual frame­
works are always abstract and always partial. It is necessary to decide 
•vAiich factors to include and which to exclude from the framework. The 
goal is to include the factors which are most relevant to the particular 
problem or range of problems to which the framework is intended to ap­
ply. 
The conceptual framework which is presented in this thesis is 
relatively general. The hypotheses %hich were derived from this frame­
work (not necessarily in rigorous deductive fashion) all pertain to 
economic success of retail firms. 
In a sense any conceptual framework is a creation of many people. 
As a science develops various concepts are defined and clarified by 
various writers and relationships between the concepts are suggested. 
The conceptual framework presented here draws heavily on the work of 
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various sociologists (16; 64; 89; 106) and social psychologists (80; 99; 
103). 
An important lead for the development of the conceptual framework 
was provided by Loomis' concern with elements and processes in social 
systems (64). Elements and process are discussed in this thesis for 
both personality systems and social systems. The writings of Parsons, 
especially Toward a^ General Theory of Action (89), have been an impor­
tant source of ideas for this thesis. The approach of Jacob and Flink 
(45) which combines the Parsonian and the Lewinian (Field Theory) frame­
works has also been an important source of ideas. 
In developing his "general theory of action" Parsons was concerned 
with social action on all levels. Possibly as a result of its extreme 
generality, the "general theory of action" is very complex. The con­
ceptual framework of this thesis is intended to be less general than the 
Parsonian approach and also less complicated. Some of the phenomena 
with which Parsons was greatly concerned are either not considered, or 
are treated only lightly, in this thesis. For example, functional 
problems of systems have been very important to Parsons. They are not 
emphasized in this thesis. The pattern variables have occupied a very 
important place in the Parsonian approach; they are given only modest 
consideration in this thesis. 
The concern of this thesis is with the influence of characteristics 
of the actor and of the situation on action and outcomes of action. 
Structural aspects of, and ongoing processes in, personality systems, 
and social systems are emphasized. The development of such systems, 
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however, is not stressed. Analysis of such development is important to 
a complete theory but is not considered essential to the problems with 
wiiich this thesis is concerned. 
The conceptual framework of this thesis centers on the notion of 
social action. Managers of retail firms (including farm machinery 
dealers) are social actors and retail firms are action systems (social 
systems). 
Social Action 
One way of viewing economic success of retail firms is as an out­
come of action. Such an approach assumes that the actions of a manager 
in situations result in the economic success of the business he manages. 
The success of firms vary, then, as managers' actions vary and as their 
situations vary. In equation form this can be expressed as follows: 
Outcome of Action = f(Action, Situation) Equation 1 
(e. g . ,  Economic success) 
The outcome of action with wliich this thesis is concerned is eco­
nomic success of retail firms. Action refers to the activity of mana­
gers. Action includes both overt physical activity and mental activity 
such as decision-making. This inclusion of mental activity is important 
since such activities as planning and decision-making are generally 
considered to be among the most important activities of persons in 
management positions. 
Action is called social action vhen the individual who acts takes 
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into consideration the way his actions will be interpreted by other 
persons and the way they will react to his action. This is consistent 
with Weber's suggestion that: 
Action is social in so far as, by virtue of the subjective 
meaning attached to it by the acting individual (or indi­
viduals) , it takes account of the behavior of others and 
is thereby oriented in its course (126, p. 88). 
The person who acts is referred to as an "actor" (89). A main 
assumption about the actor is that he acts in terms of his orientations 
to situations (89). Or in W. I. Thomas* terms he acts in terms of a 
"definition of the situation" (111). This is also the approach of Jacob 
and Flink. They state: 
...our assumption is that the actor's own definition of a 
situation is what influences his actions. Whether or not 
his definition is accurate (coincides with objective fact) 
and whether it happens to agree with the observer's ap­
praisal of "reality" is a relevant but different matter. 
(The accuracy of the actor's apprehension of a situation 
will have much to do with the success or failure of his 
actions, and this success or failure may result in his 
redefining the situation thus influencing his future ac­
tions) (45, p. 9). 
The notion of the orientation of the actor and definition of the 
situation emphasizes that social action is not simply a mechanistic 
response to stimuli. Man interprétés; he seldom simply responds (15; 
16) .  
Three main aspects of actors' orientations can be distinguished 
analytically. These are the cognitive, affective and motivational 
In the Parsonian framework the actor refers to collectivities 
as well as to individuals since.members of collectivities often engage 
in concerted activity. In such a framework the retail firm could be 
treated as a social actor. The concern of this thesis, however, is 
mainly with managers as actors. 
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aspects of orientations.^ The cognitive aspect of the actor's orienta­
tion to a situation refers to what the actor thinks about the situation 
and objects in the situation. It refers to his beliefs (his ideas of 
what actually is) and his values (his ideas of desired states of af­
fairs) as they relate to the objects in the situation. The affective 
aspect of the orientation of the actor refers to his feelings toward 
objects in the situation. It refers to his sentiments. The motivational 
aspect of the actor's orientation to the situation refers to the actor's 
tendency to act in the situation and to define the situation in terms 
of his own goals. 
The actors with which this thesis is mainly concerned are managers 
of retail firms (including farm machinery dealerships). Other actors 
are considered important mainly to the extent that they must be taken 
into consideration by the manager and can influence his actions and his 
success. Such other actors include customers, employees and manufactur­
ing company personnel. 
These other actors enter Equation 1 as part of the situation of 
the actor. The word situation is an inclusive term. It refers to 
^This formulation is based on the distinction of cognitive, affec­
tive and motivational components of attitudes (99). This formulation 
is different from Parsons' (89) categorization of value orientations. 
In outline form his categorization is as follows: 
1. Motivational orientations 
a. cognitive 
b. cathetic 
c. evaluative 
2. Value-orientations 
a. cognitive 
b. appreciative 
c. moral. 
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everything which is relevant to the action of the actor and the outcomes 
of his action. According to Parsons (89) the situation can be analytical­
ly divided in categories. The main distinction is between social objects 
and nonsocial objects. Social objects include both single individuals 
(personality systems) and organized aggregates of individuals (social 
systems). 
There are two main categories of nonsocial objects. These are cul­
tural objects and physical objects. Physical objects refer to physical 
things. According to Parsons (89) physical objects can function as 
facilities (means) in achieving various ends and as rewards. Physical 
objects can also exist simply as part of the environment in which a 
person acts. 
Cultural objects include such nontangible entities as norms, values, 
and beliefs. According to Parsons (89) culture can be transferred from 
one generation to the next by learning. The learned ways of doing 
things, vitiich are an important part of modern technology, are cultural 
objects v^ile the physical facilities which are a part of the technology 
are categorized as physical objects. Time (epoch) and geographical 
location are both reflected in culture and physical objects.^ 
The basic concern of this thesis is with the influence of the at­
tributes of social actors and social systems on actions and outcomes 
of actions (with the influence of personality and social systems on 
economic success). In such a framework action becomes an intervening 
^An additional condition for action which isn't included in the 
categories of situation above is climate. 
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variable between the personality system and an outcome of action 
(economic success). This can be diagrammed as follows: 
Personality 
Situation 
•) Action b Outcome of Action (e.g., Economic Success) 
Figure 1. Personality, situation, action and outcome of action 
The part of Figure 1 which indicates that action derives from the 
personality and the situation is analogous to a basic tenet of "field 
theory". According to field theory behavior (B) is a function of life 
space (L) and life space is a product of the interaction between the 
person (P) and his environment (E). In symbolic expression, 
B=f(L)=f(P.E.) (45; 60). 
Equation 1 can now be replaced with the following equation: 
Outcome of Action = f(Personality, Situation). Equation 2 
(e. g . .  Economic Success) 
As has already been suggested, the situation can be divided into 
categories as follows: 
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Situation 
Social objects Nonsocial objects 
Personality-
systems 
Social 
systems Culture 
Physical 
objects 
Figure 2. Components of a situation 
If situation in Equation 2 is replaced by the various categories 
of situation and the personality of the actor is distinguished from 
other personality systems, then Equation 2 becomes: 
A point of distinction between social objects and nonsocial ob­
jects is very important (89). Social objects enter Equation 3 in two 
ways. First, they are objects to be taken into consideration by the 
actor (the manager). He tries to predict how his actions will be inter­
preted by others and he acts accordingly. Second the social objects are 
actors in their own right. Their actions influence the outcome of the 
actions of the actor. Nonsocial objects, on the other hand, do not 
perform social action (they do not act in terms of a definition of the 
situation). Cultural objects are important since they are internalized 
Outcome of Action = f [Personality of Actor (the manager). 
Other Personality Systems. Social Systems, 
(e.g.. Economic Culture. Physical Objects .J 
Success) 
Equation 3 
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by actors and institutionalized in social systems. Physical objects 
are important mainly as facilities, obstacles and rewards. 
Equation 3 summarizes the basic approach of this conceptual frame­
work. It indicates that (when one focuses on the personality of the 
social actor in explaining outcomes of action) outcomes of action are 
a function of the personality of the actor and of other personality and 
social systems as well as the cultural system and relevant physical ob­
jects. These various factors which influence outcomes of action (per­
sonality systems, social systems, culture, and physical objects) are 
each discussed in more detail in the following pages. 
Personality system 
The personality system is one of the three systems which have been 
of major concern to Parsons (86; 89). This thesis follows the Par-
sonian approach in considering the personality system to be analytically 
distinguishable from the social system and from culture. What Parsons 
refers to as the biological system and the personality system, however, 
are not treated as separate systems here (Parsons treated them as 
separate systems in Theories of Society (90)). The biological system 
and the personality system are treated here as components of one system. 
What Parsons referred to as the biological system is called the biologi­
cal component of the personality. What Parsons referred to as the 
personality system is referred to in this thesis as the self component 
of the personality system. 
The personality system is considered to have a certain unity which 
involves both the biological component and the self component. An 
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important aspect of this unity is the actor's own impressions (concep­
tions) of his own self. What the actor thinks he is, both biologically 
and in terms of his ideas, beliefs, values, etc., is basic to the unity 
of his personality. This image which an actor has of himself is called 
his self-conception. 
In Parsons* terminology an actor's own personality can be an object 
in his social situation, just as other actors in the situation can be 
social objects (89). Each actor not only has ideas about what other 
persons are like; he also has ideas about what kind of a person he is. 
In Mead's terminology an actor has a "me" (a reflexive self, a self as 
an object) as well as an "I" (an acting self) (72). According to 
Cooley individuals have a "looking glass self" (24). This looking 
glass self is a social self. It is a result of the individual's ex­
periences with other persons and of these other person's reactions to 
him. According to Cooley: 
A self-idea of this sort seems to have three principle 
elements; the imagination of our appearance to the other 
person; the imagination of his judgment of that appear­
ance and some sort of self-feeling, such as pride or 
mortification (24). 
The characteristics, traits and abilities of an actor (both physi­
cal and social) and the reactions of others to them are, thus, important 
to his self-conception. 
Figure 3 indicates the way the personality system is conceptualized 
in this thesis. The biological component of the personality system in­
cludes energy, and inate physical and mental potentialities. In some 
respects the biological component corresponds to the Freudian Id, 
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Personality system 
I 
Self component ^ 
(the social self) Needs 
Attitudes, beliefs, - Motives -
values, goals, senti- Traits 
ments, learned skills, 
seIf-conception 
Biological component 
(the organism) 
Energy, inate physi­
cal and mental po­
tentialities 
Figure 3. The personality system 
containing everything that is fixed at birth (31). The aspects of the 
self component which are emphasized include attitudes, values, beliefs, 
goals, sentiments and symbolic skills. 
Motives, needs and traits are located between the biological and 
the self components of the personality system in Figure 3. This is be­
cause they are considered to derive both from the biological system of 
the actor and from his learning experiences. Both motives and needs 
involve energy mobilization and the direction or channeling of that 
energy. The energy itself derives from the biological organism. The 
energy is directed and channeled mainly by the self component of the 
personality. 
Elements of the personality system Some of the elements of the 
personality system which are most important to the range of human be­
havior with which this thesis is concerned are presented below. An 
understanding of these elements of the personality system should provide 
insights into the effect of the personality system on action and out­
comes of action. The elements of the personality system which are 
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considered include needs; wants, wishes, and desires; goals; values; 
beliefs; knowledge; attitudes; interpersonal response traits; intelli­
gence and symbolic skills. Some important processes of the personality 
system are discussed following the discussions of the elements. These 
processes include perceiving, learning, thinking, cognitive-mapping 
and decision-making. 
Needs There appears to be no clear consensus among social 
scientists on what is meant by the term needs. Do needs refer strictly 
to what is necessary if the biological organism is to survive? Or do 
needs refer to what is necessary if he is to be happy? Are needs dif­
ferent from wants, wishes and goals? 
In this thesis needs are considered to be closely related to motiva­
tion. They provide both energy and direction for motivation. They are 
considered to be analytically distinguishable from some other factors, 
such as wants and goals, which are also closely related to motivation. 
Fromm distinguished two categories of needs — animal needs and 
human needs (32). Animal needs refer to the basic necessities for the 
survival of the organism. Human needs refer to what is necessary for 
sanity and mental health. According to Fromm; 
The basic psychic needs stemming from the peculiarities 
of human existence must be satisfied in one form or 
other, unless man is to become insane, just as his 
physiological needs must be satisfied lest he die 
(32, p. 67). 
This approach to needs is essentially the approach of this thesis. 
This approach can be compared to other ways of approaching needs. Mas-
low, for example, has suggested the following hierarchy of needs: 
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1. physiological needs 
2. safety needs 
3. belonginess or love needs 
4. esteem needs 
5. need for self actualization (70, p. 394). 
According to Maslow's formulation the lower order needs are pre­
dominant until they are satisfied then higher order needs take prece­
dence. The lowest level of needs, physiological needs, appears to be 
identical to Fromm's category of animal needs. The other four levels 
could conceivably be designated as human needs. It is not clear to what 
extent each must be satisfied if an individual is to maintain his sanity 
(e.g., the battlefield is an extremely unsafe place but not all combat 
soldiers have mental problems). It would appear, however, that at 
least some minimum of satisfaction of the five needs suggested by Mas-
low would be necessary to life and sanity. 
The four wishes suggested by W. I. Thomas are quite similar to 
the higher order needs mentioned by Maslow. According to Thomas: 
The human wishes have a great variety of concrete forms 
but are capable of the following general classification: 
1. The desire for new experience 
2. The desire for security 
3. The desire for response 
4. The desire for recognition (111, p. 741). 
Thomas' desire for security, desire for response and desire for 
recognition appear to parallel, respectively, Maslows' safety needs, 
belongness or love needs and esteem needs. The desire for new exper­
ience, while not identical with the need for self actualization, is 
fairly close to it. The Four Wishes, then, might also be included as 
human needs in Fromm's categorization of needs. 
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Other social scientists have also emphasized the importance of 
particular needs to human behavior. Among these are need for achieve­
ment (also called the achievement motive) (4; 35; 71), need for affilia­
tion (4), need for esteem (89) and need for approval (85; 89). Need for 
esteem and need for approval closely resemble Thomas' desire for recogni­
tion and Maslow's esteem needs. Need for affiliation is approximately 
analogous to Thomas' desire for response and Maslow's belongingness or 
love needs. While need for achievement is not strictly analogous to 
the desire for new experience nor to the need for self actualization, 
it is somewhat similar. Achievement in learning new skills (new ex­
perience) is a form of self actualization. 
The consideration of needs by Fromm (32), Thomas (111), Maslow 
(70), Parson (89), McClelland (71), and by numerous other social 
scientists is indicative of the importance of needs to human behavior. 
The need for security, the need for response and the need for recogni­
tion are among the human needs receiving the most emphasis. 
Wants, wishes, desires Some persons prefer the term wants 
rather than needs (56). This is undoubtedly due to the difficulties 
involved in determining whether what is desired is necessary to the 
maintenance of life and sanity. Wants tend to indicate anything an 
individual has learned to think he needs. 
In this thesis it is assumed that the terms wants, wishes and de­
sires refer simply to what individuals would like to have or would like 
to have happen. They are different from needs since they don't specify 
conditions necessary either to life or sanity. They are different from 
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goals since they don't necessarily involve any willingness to seek 
their attainment. 
Goals Even though they may be satisfied in many different 
ways and may vary in intensity and centrality, the needs which an actor 
has are common to all human individuals. Wants and goals, however, 
differ from one actor to another and these differences are, in part, 
responsible for differences in behavior. Goals refer to ends which an 
actor is willing to try to achieve. They specify desired states of 
affairs which the actor is willing to expend energy to attain. Goals 
may be easily attainable or they may involve great toil and sacrifice. 
They may be short-run goals or they may be long-range "ends in view" 
(25). 
An assumption of this thesis is that most human behavior is goal 
directed. This means that when man acts he does so with certain "ends 
in view", whether or not these goals have been explicitly formulated. 
It is also assumed that each actor has a multiplicity of goals. He 
doesn't act strictly in terms of any one goal. Rather, he acts in terms 
of that set of goals which is most important to the particular situa­
tion in which he is involved. Thus the goal of maximization of income, 
which is a key feature of "economic man", is only one of the possible 
goals which might motivate the activity of an actor. 
Some goals are much more important to a social actor than are 
others. Often the actor must choose which goal he will try to achieve 
at a particular point in time. A frequent conflict in goals is between 
long-range goals and immediate goals. The actor must decide between 
23 
instrumental and consumatory activity. As Parsons (86) has suggested, 
if the actor always chooses consumatory activity he may never get ahead 
in the long run. On the other hand, if he always chooses long-run 
goals and seldom receives gratification in the short run, the lack of 
rewards may adversely affect his motivation — he may lose interest. 
Some balance between immediate and long term goals is probably the most 
practical choice (and also the most common). An example of the need to 
choose between immediate and long term goals for managers of retail 
firms is the need to choose between immediate personal use or reinvest­
ment of profits. 
Goals are elements of social systems and culture as well as ele­
ments of personality systems. Social systems such as retail firms have 
goals for which the members are willing to expend resources. Also 
goals can be transferred from one generation to another as part of 
culture. The section on the social system contains a discussion of 
goals treated on the social system level; especially as they apply to 
retail firms such as farm machinery dealerships. Goals are closely re­
lated to values. 
Values Values are elements of personality systems, social 
systems and culture which have received extensive consideration by socio­
logists and cultural anthropologists. Values pertain to the evaluative 
aspect of human mental processes. Values are the standards used in 
evaluating the relative worth of an object or a state of affairs. They 
(values) are general ideas that certain relationships ought to exist 
between phenomena (122). 
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According to Parsons (89), values are elements of personality 
systems when they have been internalized by social actors. Values are 
said to be internalized when they have been taken over by the actor as 
his own and %d:en they guide his action choices even in the absence of 
other persons. Choice is an important aspect of the Parsonian "general 
theory of action." Given a choice situation, an actor's values in­
fluence the way various alternative means and ends will be evaluated 
and, consequently, the choices which the actor will make. 
Values are closely related to goals. The conceptual differences 
between values and goals may not be immediately apparent. Goals, 
however, refer to specific ends which are desired, while values refer 
to more general desired states of affairs. While it is expected that 
a person will generally be willing to act in ways consistent with his 
values, such willingness to act is not explicit in the definition of 
values. 
It has been suggested that individuals have a multiplicity of 
goals. Each social actor also internalizes a multiplicity of values. 
Some values are much more important to an actor than are others. The 
values can be said to form a hierarchy of values (53). In situations 
where values conflict, some must be chosen over others. The values 
which tend to be selected over others are said to be high in the 
hierarchy of values. Those which are not selected are lower. 
When values are shared by members of a system and are handed on 
to new members of the system they are part of the culture. (Values 
in culture are discussed further in the section on culture.) 
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On the level of social systems, values which are shared by system 
members contribute to the structure of social action. To the extent 
that there is consensus on values in a social system, the shared values 
allow actors to know (to some extent) how their various actions will be 
evaluated by other persons in the system. (Values in social systems 
are discussed further in the section on social systems.) 
Beliefs A concept which is closely tied to the concept 
of values is beliefs. Beliefs are ideas that certain objects and 
phenomena have, have had, or will have certain characteristics and 
relationships. Jacob and Flink suggest that beliefs are "existential 
propositions, expressing what human beings consider to be facts..." 
(45, p. 10). According to Loomis, "...any proposition about any aspect 
of the universe that is accepted as true may be called a belief" (64, 
p. 11). Loomis suggests that, while beliefs furnish the cognitive 
basis for social action, they are seldom purely cognitive (64). They 
are closely related to values. Beliefs represent what is thought to be 
true whereas values are standards for evaluation. Myrdal distinguishes 
between values and beliefs as follows: 
People have ideas about how reality is, or was and they 
have ideas about how it ought to be, or ought to have 
been. The former we call "beliefs". The latter we 
call "valuations" (78, p. 1027). 
Myrdal continues: 
In their "opinions" people express both their beliefs and 
their valuations. Usually people do not distinguish be­
tween wiiat they think they know and what they like or 
dislike (78, p. 1027). 
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An actor's values do not develop independently from his beliefs. 
Nor do beliefs develop independently from values. The two are closely 
related, both conceptually and in the actual mental processes by which 
they become a part of the personality system of the actor. Both are 
internalized from the cultural system by social actors. Identification 
with significant others is important to the internalization of both 
beliefs and values. 
Beliefs are important to an actor's goals and to his actions since 
they include ideas about what the world is like. An actor's ideas of 
what it is possible for him to do are a part of his beliefs. His ideas 
about his own self, ideas about what he is like as a person and ideas 
about what others think of him are very important beliefs. They are 
central to his whole conception of self (e.g., looking glass self, 
page 17). 
Knowledge Beliefs for which there are truth claims 
(evidence in support of the beliefs) are referred to in this thesis 
as knowledge. To say that a person knows something (as opposed to 
simply saying he believes it) is to suggest that the person is able 
to provide evidence to support what he says he knows. While it could 
be argued that nothing is ever known absolutely, there can be little 
doubt that some things can be held to be true with more certainty than 
others. The degree of certainty depends on the evidence available to 
support the belief. What is believed on the basis of faith is not 
accepted in this thesis as knowledge. 
An actor can have knowledge of relationships between phenomena 
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and he can have knowledge of the characteristics of objects. He gains 
this knowledge as he learns from his experiences. 
What a manager of a retail firm, such as a farm machinery dealer, 
knows depends upon what he has learned from various past experiences 
and learning opportunities. Since past experiences differ, managers 
differ in their knowledge. For example, farm machinery dealers differ 
in how well they know farmers, farming, farm machinery, the farm machin­
ery business and business management in general. 
Sentiments One of the three aspects of the orientations 
of actors to situations mentioned on page 11 was the affective aspect. 
The affective aspect of orientations refers to the feelings of the 
actor toward objects in the situation. These feelings are sometimes 
referred to as sentiments (64), Sentiments refer to such feelings as 
reverence, awe, affection, liking and dislike. They indicate the de­
gree of attachment of the actor to objects. The sentiments of a manager 
of a retail firm toward his customers and his employees (and vice-versa) 
are probably important to the success of his business enterprise. They 
are probably also important in determining how much personal satisfac­
tion he gets from his management activities. 
Sentiments are closely related to beliefs and values. What an 
actor thinks is true about an object, especially as this relates to 
desired states of affairs, can be expected to influence his feelings 
toward that object. The implications of the object for goal attainment 
by the actor are also important to the actor's sentiments toward the 
object. 
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Sentiments, beliefs, values, and goals are all closely related to 
attitudes, 
Attitudes The tendency for an individual to act in a given 
way in given situations, based on his goals, values, beliefs, sentiments 
and various past experiences is called an attitude. An attitude is a 
predisposition or readiness to act in a given way toward a given object 
or category of objects. Examples of objects are physical things, per­
sons, groups, events, actions and relationships. The actor can even 
be an object to himself and thus can have attitudes toward his own self. 
Attitudes vary along four dimensions. They vary in direction, 
degree, intensity and salience (16; 36). Direction refers to whether 
the feelings of the actor toward an object are positive or negative. 
Degree refers to variation along a scale from highly positive (a very 
favorable attitude toward the object) to highly negative (a very un­
favorable attitude toward the object). Intensity refers to how strongly 
the attitude is held by the actor, to the amount of conviction involved. 
Salience refers to the relevance of the attitude, to how it relates to 
action and to other attitudes, to whether it is central or peripheral 
to the actor's attitude structure. 
While it is permissible to speak of goals, values, and beliefs 
as aspects of cultural systems, social systems and personality systems, 
attitudes (as defined here) are strictly personality system components. 
This is because attitudes have a motivational component. They also 
have cognitive and affective components (80; 99). 
Values and beliefs both relate to the cognitive aspect of attitudes. 
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The predisposition to act in a given way toward a particular object is 
often largely a result of one's ideas of what it actually is (one's 
beliefs) and one's ideas of desired states of affairs (one's values). 
The affective component of attitudes refers to the feelings of the 
actor toward the object. The strongest affective attachments of a 
social actor are probably love and hate feelings toward other persons. 
The reference to predisposition in the definition of attitude is a 
reference to the motivational aspect of an attitude. If an actor has a 
strong attitude toward an object which is present in a given situation, 
energy will be mobilized in the actor to enable him to act in some way 
toward the object. The way he will act will be influenced by his goals 
and by other factors such as his values, beliefs and sentiments and 
relevant aspects of the situation itself. One of the factors which 
distinguishes both values and sentiments from attitudes is that they 
don't necessarily involve the predisposition to action which is involved 
in attitudes. 
The attitudes of managers of retail firms, along with their goals, 
values, beliefs and sentiments, are important in determining their 
orientations in social situations. They influence orientations, actions 
and outcomes of actions. 
Interpersonal response traits In addition to their motives, 
beliefs, values, attitudes, sentiments, etc., individual actors also 
have characteristic ways to acting in social situations which tend to 
differentiate them from other individuals. These "...relatively con­
sistent and stable dispositions to respond in distinctive ways to other 
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persons..." are called "interpersonal response traits" (56, p. 104). 
An example of an interpersonal response trait is aggressiveness. 
According to Krech, e_t al. : 
Some situations tend to be especially aggression provoking 
and every individual will display some degree of aggressive­
ness in them. But the important point is that some indi­
viduals show more aggressiveness in a particular situation 
than do others and may regularly show more in ^  wide variety 
of situations. We are led to infer that such characteristic 
behavior is the expression of a "trait" of aggressiveness in 
the individual. (56, p. 104) 
The definition of interpersonal response traits as relatively con­
sistent and stable dispositions to respond in distinctive ways to other 
persons is somewhat similar to the definition of an attitude as a pre­
disposition or readiness to act in a given way toward a given object or 
category of objects. The main distinction between the two is that an 
attitude pertains to a fairly well defined class of objects (e.g., to a 
particular person or category of persons) while an interpersonal res­
ponse trait pertains to people generally (3). A predisposition of an 
actor to act aggressively only toward a particular person is indicative 
of a negative attitude toward that person. A predisposition of an 
actor to act aggressively in all interpersonal activities is a trait. 
Interpersonal response traits derive from both constitutional 
(internal to the organism) and environmental sources (through learning) 
(23). Aggressiveness, for example, appears to be influenced by the ex­
periences of an actor as well as by constitutional factors. A study by 
Meyer indicates the influence of parent-child relations on aggressive­
ness (76) . 
Aggressiveness is only one of many interpersonal response traits 
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which influence action and outcomes of action. A listing of inter­
personal response traits by Krech, e^ aj^. , is divided into three cate­
gories (56). The categories and traits include: role dispositions 
(ascendence, dominance, social initiative, and independence); socio-
metric dispositions (acceptance of others, sociability, friendliness, 
and sympathetic); expressive dispositions (competitiveness, aggressive­
ness, self-consciousness, and exhibitionistic). The trait of dominance 
is closely related to a trait which has received much attention in the 
literature of social psychology -- authoritarianism (2). 
Interpersonal response traits of managers of retail firms, such 
as friendliness and authoritarianism, have important implications for 
manager-customer relations and may thus influence economic success of 
retail firms. 
Intelligence Many interpersonal response traits other than 
those discussed above could have been listed. Numerous traits other 
than interpersonal response traits could also be listed. According to 
Morgan: 
The unabridged dictionary contains ... about 4,000 words which 
might be accepted as traits -- such words as humility, socia­
bility, honesty, and forthrightness (77, pp. 214-215). 
Obviously, not all of the traits which have implications for suc­
cess in retail firms can be discussed here. Two traits, other than 
interpersonal response traits, which are important to actors as they 
orient themselves to various situations are "breadth of perspective" 
(124) and creativity (8; 121). Probably the most important (non-
interpersonal response) trait for success of retail firms, is 
32 
intelligence. According to Berelson and Steiner: 
Intelligence is not a single unitary trait. It is composed 
of a series of specific abilities, but they are positively 
correlated with each other -- that is to say, they have 
something in common and hence there is such a thing as 
general intelligence (8, p. 212). 
The following quote, also from Berelson and Steiner, indicates the 
importance of intelligence: 
An exceptionally bright child can expect, on the average, 
an exceptionally bright future by almost any measure --
including physical and mental health, social adjustment, 
and occupational success (8, p. 216). 
An actor's symbolic skills and his effectiveness in learning, 
thinking and decision-making are all greatly influenced by his intel­
ligence. The intelligence of a manager of a retail firm, then, has 
important implications for the success of the business firm he manages. 
Symbolic skills, which are greatly dependent upon intelligence, 
are discussed further below. 
Symbolic skills An actor's symbolic skills refer to his 
ability to manipulate symbols and to use them for purposes of communica­
tion. Symbolization is essentially a way of representing phenomena and 
relationships. Symbolization involves abstraction. The ability to 
abstract through the use of symbols is among the most important features 
distinguishing man from lower forms of animal life. Bohlen and Beal (16) 
consider the ability to deal with absteactions to be a very important 
indicator of a person's mental ability. The ability to symbolize and 
to deal with abstractions derives both from the inate mental capacity 
of the individual and from his learning experiences. Education basically 
involves a process of learning new symbols and meanings and learning to 
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operate with symbols in new ways (new to the learner). (Mathematics and 
symbolic logic, for example, are disciplines which require complex 
manipulations of abstract symbols.) Actors, thus, differ in their sym­
bolic skills both as a result of their inate potentialities and as a 
result of their past experiences, including their educations. 
Among the most important activities of managers of retail firms 
are planning and decision-making. Both of these involve selecting from 
among alternative choices of action. The ability to think not only of 
alternative courses of action but also to envision the probable outcomes 
of the courses of action is important to making the decision which will 
optimize goal attainment for the actor. Symbolic skill is basic here 
since the alternatives are thought of in terms of symbols and the deci­
sion process is a process of manipulation of symbols. Learning, think­
ing, and decision-making are each considered further in the discussion 
of individual processes. 
Individual processes Individual processes refer to processes 
which take place within individual social actors. The individual pro­
cesses which are emphasized in this thesis are those which involve men­
tal activity. The number of such processes which could be enumerated 
is quite large. Only some of the individual processes which are most 
relevant to this thesis are considered here. These include perceiving, 
learning, thinking, cognitive-mapping and decision-making. It is not 
assumed that these processes are all on the same level of complexity 
or inclusiveness. Nor are they considered to be mutually exclusive. 
For example, perceiving, learning, thinking and cognitive-mapping are 
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each involved in and have important implications for decision-making. 
Decision-making is considered in more detail than the other proces­
ses, since it is considered to be a main function of managers of retail 
firms. According to Bock, e_t , "The major portion of the job of most 
business executives is to make decisions" (14, p. 4). Abshier and Dahle 
suggest that, "...the key words are decision-making. As a matter of 
fact, management's job can be summed up in these two words." (1, p. 43) 
Perceiving, learning, thinking and cognitive-mapping are each con­
sidered briefly below, then decision-making is discussed. 
Perceiving Perceiving is the process through which actors 
have sensory experience of their situations. It is the process of 
being aware of and interpreting objects, qualities, and relationships 
in the environment. Hartley and Hartley suggest that perception is 
...the process by which we register what is in the field 
of view in a way that is meaningful...all the means of ob­
taining information and interpreting it according to our 
concepts of the external world (36, p. 228). 
How any given situation is perceived and defined by an actor both 
influences and is influenced by elements of his own personality system. 
Perception is selective. What an actor expects to see and what he wants 
to see in a given situation partly determines what he will see and how 
he will interpret what he sees. According to Klapper, 
Perception is...in part or in whole determined by what 
individuals want to perceive, have habitually perceived 
or expect some form of social or physical reward for 
perceiving (50, pp. 21-22). 
Man is not only selective in his perceptual processes he also 
organizes his perceptions. According to Mead, 
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Our whole intelligent process seems to lie in the attention 
which is selective of certain types of stimuli. ...We give 
our attention to one particular thing, "ot only do we open 
the door to certain stimuli and close it to others, but 
our attention is an organizing process as well as a selec­
tive process. ...Our attention enables us to organize the 
field in which we are going to act. ...One organism picks 
out one thing and another picks out a different one, since 
it is going to act in a different way (73, p. 152). 
The attitudes, values, beliefs and self-conceptions of an actor 
influence what is perceived in any given situation and how it is per­
ceived. They, thus, have important implications for how situations are 
defined and, consequently, how actors act in situations. An actor's 
attitudes, beliefs, values and self-conception also tend to be influenced 
over time by his perceptions. The exposure of an actor to new informa­
tion is basic to the process of learning. 
Learning Learning is an individual process in which ex­
perience results in some change in the personality system or in the 
skills of a social actor. Learning aids individual actors in adapting 
to recurrent situations. Individuals learn to define situations in 
appropriate ways. According to Parsons: 
Learning is not merely the acquisition of "information" 
(that is specific items of cognitive orientation) about 
the properties of the object world; it is also the acquisi­
tion of "new patterns of orientation." That is, it in­
volves acquiring new ways of seeing, wanting, and evaluat­
ing. .. (89, p. 12). 
Learning, thus, involves more than just the acquisition of informa­
tion. Two main types of learning, which may be distinguished analytical­
ly, include learning information or content and learning skills. The 
acquisition of language is an important example of learning content. 
Developing the ability to manipulate symbols effectively (as in 
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communication) is an example of learning skills. 
Individuals may learn already existing content or skills or they 
may construct and learn something new. Parsons refers to the process 
by which an individual creates a new pattern of orientation as "inven­
tion" (89). According to Parsons: 
Invention may be either trial-and-error learning, in which 
the actor tries new patterns at random until one of them 
works; or it may be "insight" learning in which the actor 
constructs a new pattern systematically on the basis of 
several old ones (89, p. 129). 
Learning often involves reciprocal influence among social actors. 
Two important mechanisms in such learning are imitation and identifica­
tion (89). In the process of imitation one social actor serves as a 
model for another. In imitation there isn't necessarily any attachment 
between the actors. Attachment, however, is important to identifica­
tion. In identification one individual learns from the other because 
he likes or respects him. 
Identification tends to be more important in the development of 
values, philosophical outlooks and patterns of orientation, while imita­
tion tends to be more important in the development of knowledge and 
skills. It should not be concluded, however, that imitation and identi­
fication are mutually exclusive. According to Parsons, "the imitative 
process may be greatly facilitated by its coincidence with identifica­
tion" (89, p. 130). 
Much learning by individuals involves adjusting or adapting to a 
social environment. Certain things must be learned in each social 
system of which an actor is a member. Not only must the basic rules, 
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values and beliefs of social systems be learned but individuals must 
also learn the role behavior which is appropriate for the positions they 
occupy in various social systems. From the perspective of the social 
system, the process in which system members learn what they need to 
know to operate effectively in the system is referred to as socializa­
tion. (Socialization is discussed in the section on social process.) 
An important aspect of individual learning in social systems is the 
internalization of the culture of the system. As was mentioned in the 
section on values, when the values extant in a social system become 
functioning parts of an actor's personality (when they become elements 
of his personality system) then they have been internalized (89). When 
an actor has internalized cultural patterns of a particular social sys­
tem he acts in terms of these cultural patterns even when no other 
system members are present to observe his behavior. 
Learning content and learning skills both have important implica­
tions for retail firms. It is important for the various employees and 
the manager of a firm to have knowledge about the product and also to 
have the knowledge and skills necessary to perform their individual 
duties. It is especially important for the manager of a retail firm to 
be able to think reflectively. 
Thinking Thinking is a mental process which involves the 
use of images or symbols. Thinking involves manipulation of mental 
representations of the external world and relationships in it. Symbols 
are crucial for thinking. According to Berelson and Steiner: 
As we move toward the higher mental processes, we increasingly 
encounter the notion of images, symbols, and concepts as the 
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elements of thought: inner representations of things, events, 
and relationships, or classes of them. ...In essence, man 
can retain, organize, and manipulate the environment by 
reference to inner representations that stand for objects 
or events (8, p. 188). 
Berelson and Steiner continue: 
Thus, most of the "higher" thought processes (e. g . ,  reasoning 
as against recalling) employ arbitrary symbols as well as or 
instead of images and, most frequently, the language^) of the 
thinker. In any case, even if the original thought not sym­
bolized in language, it must be verbalized before it can be 
communicated to others. (By language, we mean both the general 
language, e.g., English, and the specific language appropriate 
to the area of thought, e.g., mathematics, psychological terms, 
etc.) (8, p. 189). 
Bohlen and Beal have emphasized the importance of man's symbolic 
abilities. They point out that through his "ability to deal with ab­
stractions" man can create symbols (16). Man is, thus, able to deal 
not only with the present but also with the past and with the future. 
He deals not only with "those things which are real" but also with 
"those which are possible" (16). 
The ability to abstract and to look to the future is an important 
aspect of what Dewey refers to as "reflective thought." According to 
Dewey: 
...reflective thinking, in distinction from other operations 
to which we apply the name of thought, involves (1) a state 
of doubt, hesitation, perplexity, mental difficulty, in 
which thinking originates, and (2) an act of searching, 
hunting, inquiring to find material that will resolve the 
doubt, settle and dispose of the perplexity (25, p. 12). 
Reflective thought is characterized by a chain of ideas from some 
problematic situation to a solution to it. The thinker (actor) care­
fully examines and scrutinizes the problem and various possibilities 
which it suggests. The thinker has as his goal the solution of the 
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perplexity or problem. According to Dewey, 
Demand for solution of a perplexity is the steadying and 
guiding factor in the entire process of reflection (25, 
p. 14). 
Dewey delineated five phases or aspects of reflective thought which 
tend to intervene between problem situations and the solution of the 
problem or perplexity. 
In between, as states of thinking, are (1) suggestions, in 
which the mind leaps forward to a possible solution; (2) 
an intellectualization of the difficulty or perplexity 
that has been felt (directly experienced) into a problem 
to be solved, a question for which the answer must be 
sought; (3) the use of one suggestion after another as 
a leading idea, or hypothesis, to initiate or guide ob­
servation and other operations in collecting of factual 
material; (4) the mental elaboration of the idea or sup­
position as an idea or supposition (reasoning, in the 
sense in which reasoning is a part, not the whole of in­
ference) ; and (5) testing the hypothesis by overt or im­
aginative action (25, pp. 106-107). 
The past experiences of the actor (thinker) are important to how 
he defines problems and to the suggestions he develops as solutions for 
problems. As Dewey suggests. 
The data at hand cannot supply the solution; they can only 
suggest it. What, then, are the sources of the suggestion? 
Clearly, past experience and a fund of relevant knowledge 
at one's command (25, p. 15). 
An actor's relevant knowledge and experiences influence, then, the 
solutions which he is able to develop for any given problem or perplexi­
ty. The solutions which are acceptable to any given actor are also much 
influenced by his values, beliefs, attitudes and sentiments and by his 
own self-conception. 
Thinking, especially reflective thinking, is a crucial activity for 
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managers of retail firms. On the individual level decision-making is 
essentially a process of thinking. And decision-making is at the heart 
of the role of the manager. The discussion of decision-making follows 
some comments on cognitive-mapping. 
Cognitive-mapping Cognitive-mapping refers to the process 
in which an individual (consciously or unconsciously) organizes his 
cognitive elements into a meaningful whole.^ Cognitive elements in-
2 elude perceptions, images, knowledge, beliefs and values. Whenever 
anything new is perceived it tends to be perceived in terms of an al­
ready existing cognitive map and tends to be integrated in some way 
into this cognitive map. 
To say that there is a process of cognitive-mapping implies that 
an individual tends to organize (not necessarily consciously) the ele­
ments of his personality system. The fact that cognitive elements 
(knowledge, beliefs, values, etc.) tend to be organized, to form a uni­
fied whole, has been emphasized by social scientists (20; 30; 79; 84; 
131). 
Such terms as "congruity," "balance," "consonance" and "dissonance" 
have been used to refer to the consistency or lack of consistency among 
cognitive elements. Writers concerned with the organization of cognitive 
^The term cognitive-mapping has a more general and somewhat dif­
ferent meaning in this thesis than it has for Parsons (89) and Loomis (64) . 
^The term cognitive elements is also used in a more general way in 
this thesis than it is sometimes used. Values and goals, along with 
other elements such as beliefs, are considered to be cognitive elements 
in this thesis. 
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eLements have generaLLy assumed that actors suffer tension whenever they 
reaLize that inconsistent or incongruent cognitive elements are organ­
ized together. The actor is then motivated to remove the tension by 
changing one or both of the incongruent cognitive elements or by con­
vincing himself that they aren't really related to each other (disassoci­
ating them). 
An actor's actions tend to be consistent with his cognitive elements. 
Knowledge that one has acted contrary to one's beliefs and values is 
inconsistent with holding these beliefs and values and tends to arouse 
tension in the actor. To avoid this tension, actors tend to act in ways 
which are consistent with their beliefs and values. 
The above is not intended to suggest that the mental content of 
actors is always completely organized and consistent. It, rather, sug­
gests that there is a tendency toward such organization. This tendency 
is at least partially responsible for relationships between cognitive 
elements (beliefs, values, etc.) and action. And cognitive-mapping is 
the process by which cognitive elements are organized. 
Decision-making Decision-making is a process which in­
volves making choices among alternatives. According to Johnson, et al.: 
...making the decision involves a choice from among alter­
native plans or actions, with appropriate attention to con­
sequence or pay-offs associated with these alternatives. 
Making choices requires the use of choice criteria or 
principles of choice (46, p. 105). 
When these choices are made by individual persons, decision-making 
is an individual process. Individual thought processes are always im­
portant in decision-making. When the choice is made jointly by members 
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of a social system, then communication is also a very important aspect 
of the decision-making process and decision-making becomes a social as 
well as an individual process. The decision-making with which this thesis 
is especially concerned is decision-making which takes place within re­
tail firms and which has implications for the economic success of such 
firms. In complex business organizations decision-making is a social 
as well as an individual process. In less complex economic firms, such 
as small retail firms, the major management decisions tend to be made by 
a single individual. While social processes (communication) are important 
in such systems the actual process of making management decisions is 
largely an individual process. 
As conceptualized in this thesis the decision-making process re­
fers to more than just the making of choices. It refers to a more in­
clusive process. It involves all the activities of the decision maker 
from the recognition of a problem or opportunity to the actual making 
of a decision relevant to that problem or opportunity. Decision-making, 
then, in addition to the making of a choice, also involves recognizing 
or defining a problem or opportunity, obtaining information relevant 
to the problem and considering alternative solutions or programs (39). 
Some social scientists concerned with these various aspects of decision­
making have attempted to delineate steps or stages in the decision­
making process (1; 26; 46; 63; 82; 127). The stages included by some 
of these writers are indicated in Table 1. The stages of the adoption 
process are also included in Table 1 for comparative purposes. (The 
adoption process is largely a decision process (5; 21).) 
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Table 1. Some approaches to the delineation of stages of decision-making 
Johnson, e_t al. 
(46) 
Wheelock 
(127) 
Drucker 
(26) 
Nielson 
(82) 
Problem 
definition 
Observation 
Felt difficulty 
leading to 
problem defini­
tion 
Gathering informa­
tion about the 
problem 
Defining the 
problems 
Analyzing the 
problems 
Formulation oJ 
goals or ob_ 
tives of the 
or unit 
Recognition ar 
definition c 
opportunity 
Obtaining infc 
tion, observ 
of relevant 
Analysis 
Decision 
Action 
Responsibility 
bearing 
Recognition of al­
ternative means 
Analysis of alter­
native means 
Choice 
Action or inaction 
Acceptance of 
responsibility 
Developing alter­
native solutions 
Deciding on best 
solution 
Converting the de­
cision into effec­
tive action 
Specification 
analysis of 
ternatives 
Decision-makin; 
choosing the 
alternatives 
i-making 
Nielson 
(82) 
Abshier and Dahle 
(1) 
Litchfield 
(63) 
Stages of the 
adoption process 
(6; 62; 95) 
Formulation of the 
goals or objec­
tives of the firm 
or unit 
Recognition and 
definition of an 
opportunity 
Dbtaining informa­
tion, observation 
of relevant facts 
Specification and 
analysis of al­
ternatives 
Definition of 
the issue 
Recognition of 
the problem 
Recognition of 
workable al­
ternatives 
Determination of in­
formation needed to 
appraise the work­
able alternatives 
Assembly of the in­
formation needed to 
appraise the work­
able alternatives 
Evaluation of the Calculation and 
alternatives on the delineation of 
basis of projected alternatives 
information 
Awareness 
Analysis of the 
existing situa­
tion 
Information 
Evaluation 
lecision-making, 
choosing the 
alternatives 
Formulation of the Choice Adoption 
conclusions in 
terms of action 
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The first four stages listed by Johnson, ^  aj.. , (46) (problem de­
finition, observation, analysis and decision) are included as stages 
by each of the other writers with one possible exception. No stage for 
observation or gathering information is explicitly listed by Drucker 
(26), This stage may, however, be implicit in "analyzing the problems," 
since such analysis is necessarily in terms of information which is 
relevant to the problems. 
Although there is much consistency among the various approaches, 
one must not assume that decision-making always proceeds through any 
given set of stages (e.g. from definition of a problem, to observation, 
to analysis, to the choice). The various listing of stages are abstract 
formulations. Any particular decision-making process may be quite dif­
ferent, Stages may be left out or their order may be reversed, A given 
decision, for instance, might be made purely on the basis of sentiment 
with very little consideration of alternatives or of the consequences 
of various alternatives. 
Decision-makers differ considerably in the extent to which their 
decisions involve reflective thinking. They differ in the extent to 
which their choices are rational. According to Hobbs: 
The actor's selection of the most efficient means, from 
the alternatives available to him, to attain a specified 
personal goal is considered a rational act with the degree 
of rationality characteristic of the act being evaluated 
primarily on the basis of the appropriatness of the 
actor's choice of means (39, p. 26), 
The above quote includes reference to "a specified personal goal" 
of the actor. If efficiency of attaining the actor's own goals is used 
as the criterion for rationality then the goals must be known before 
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rationality can be evaluated. And a decision which is rational for one 
actor will not necessarily be rational for another if their goals dif­
fer. This notion of rationality as the selection of the most efficient 
means for attainment of personal goals (whatever these goals may be) is 
different from the notion of "economic rationality." A person is 
economically rational when his actions are such that they maximize 
his utility"^br income). If, however, a person's main goals are eco­
nomic goals, then economic rationality and rationality in terms of per­
sonal goals are identical for him. In a retail firm the rationality of 
the manager's decisions can be evaluated in terms of their implications 
for his goals for the business firm (whatever these goals may be). 
Decisions will probably be most nearly rational when the decision­
maker makes his choice on the basis of a complete definition of the 
problem, a search for information relevant to the problem, and con­
sideration of a wide range of relevant alternatives. Even when each 
of these steps is consciously included in the decision process, however, 
the decision-maker usually won't be completely rational. A decision­
maker %ho is confronted with a complex problem will not have all the 
information relevant to the problem and will not be able to consider all 
possible alternatives. Nor will he be able to forsee all of the conse­
quences of a given course of action. His rationality is bounded by his 
own mental capacity (68; 104) and by the information available. His 
decision will also be influenced by his ability to put various courses 
of action into effect. But, while he cannot know all there is to know 
about any given situation or problem, while he cannot consider all the 
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alternatives and while he cannot foresee all the consequences, he may 
still be able to obtain the most relevant information, to consider at 
least some of the more efficatious alternatives and to foresee at least 
the most significant consequences. He can also benefit from his past 
experiences with similar situations and problems. 
The decisions which are considered to be of most importance in this 
thesis are those which have the greatest implications for the attain­
ment of the major goals of a decision-maker or a social system. It is 
assumed that the choices which are of vital importance in retail firms 
are those which have implications for the economic success of the busi­
ness. Numerous choices must be made. According to Phillips the manager 
of a retail firm: 
...is regularly faced with a choice of the most effective 
sales program, employment policy, credit policy, combination 
of services to provide his customers, financial structure, 
pricing policy, inventory policy, expansion program, and 
many other programs and policies in business (94, p. 20). 
The various elements and processes of the personality system which 
have been discussed (along with the social system, cultural system and 
physical objects) all have important implications for decision-making. 
Johnson, e_t al., state that: 
...making the decision is or will be influenced by the 
manager's value concepts and concepts of what will be 
and/or is, i.e., by how he sees the problem which in turn 
determines what he will observe, what variables he will 
consider and what information he will gather. Further, 
making the decision is or may be influenced by how the 
manager analyzes the problem -- by how he relates the 
variables -- by what alternative plans or actions he 
considers (46, p. 105). 
Decision-making is a form of action and, as such, is functionally 
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related to personality systems, social systems, cultural systems and 
physical objects (Figure 1, p. 14 and Figure 2, p. 15). Since the 
actor's definition of the situation is important to his choices and 
since the concern here is with decision-making as an individual process, 
the personality system of the actor is especially important to his de­
cisions. The actor's own knowledge, beliefs, values, and attitudes have 
important implications not only for the way situations are defined but 
also for the choices which are made. And it is through their influence 
on the choices made by the actor that the personality system elements 
and processes have their greatest effect on economic success. 
The social system 
The personality system is only one of the systems which influences 
action and outcomes of action. According to Equation 3 (page 15) social 
systems are also important determinants of outcomes of actions. 
Individual managers of retail firms are involved in numerous social 
systems on various levels (family, friendship groups, service clubs, 
fraternal and religious organizations, the retail firm, the community, 
etc.). The most important type of social system for this thesis is the 
retail firm (particularly, the farm machinery dealership). A farm 
machinery dealership may variously be conceptualized as a retail firm, 
a formal organization, or a social system, depending on the orientation 
of the person describing it. Each of these ways of conceptualizing the 
dealership is important to this thesis. Farm machinery dealerships are, 
herein, treated generally as social systems which are also retail firms. 
Some special features of farm machinery dealerships, which derive from 
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the fact that they are also economic firms and formal organizations are 
also indicated. The most important of these special characteristics are 
the economic goal orientation and the formal aspects of the structure 
of the dealership. Following some general comments on social systems, 
the elements of social systems will be discussed as they relate to the 
structure of social systems and to the actions and outcomes of actions 
of social actors, particularly managers of retail firms. 
Social system is an abstract concept. It refers to a system of 
interactive relationships between human individuals. The interaction 
is structured by such cultural factors as shared symbols, values, and 
norms and the interaction tends to persist over time. Individuals who 
are members of a given social sytem are influenced by the orientations 
and expectations of other actors in that system. According to Parsons: 
...a social system consists in a plurality of individual 
actors interacting with each other in a situation which 
has at least a physical or environmental aspect, actors 
who are motivated in terms of a tendency to the "optimiza­
tion of gratification" and whose relation to their situa­
tions, including each other, is defined and mediated in 
terms of a system of culturally structured and shared 
symbols (85, pp. 5-6). 
This definition has the advantage of indicating something of the 
relationships of the social system to the personality systems and to 
the cultural system. An aspect of the definition which is somewhat 
unusual, however, is the inclusion of the assumption that social actors 
"...are motivated in terms of a tendency to the "optimization of gratifi­
cation. .. " 
The following definition of the social system by Loomis is similar 
to Parsons' definition, except that Loomis doesn't include the assumption 
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about motivation. 
The social system is composed of the patterned inter­
action of members. It is constituted of the interaction 
of a plurality of individual actors whose relations to 
each other are mutually oriented through the definition 
and mediation of a pattern of structured and shared 
symbols and expectations (66, p. 2). 
In both Parsons' and Loomis' definitions, interaction among system 
members is important. Interaction and shared symbols and expectations 
are the key defining characteristics of social systems. 
Even though the members of concrete social systems are persons, 
the person is not usually considered to be the basic unit of social 
systems. The basic unit is, rather, a status-role. Status-role refers 
to a position in a social system occupied by a social actor and to the 
activities and attributes which are expected of incumbents of that 
given position. (Position and role are discussed further in the section 
on elements of social systems.) 
In a discussion of formal organizations Parsons suggested two 
points of view from which structure of social systems can be described. 
These are the "cultural-institutional" point of view "...which uses the 
values of the system and their institutionalization...as its point of 
departure" (88, p. 35) and the "group" or "role" point of view"...which 
takes suborganizations and the roles of individuals participating in 
the functioning of the organization as its point of departure" (88, 
pp. 35-36). While structure due to institutionalized cultural patterns 
and structure due to role patterns have both been important to Parsons, 
he has tended to emphasize the former somewhat more than the latter. 
According to Parsons "The main point of reference for analyzing the 
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structure of any social system is its value pattern" (88, p. 36). This 
concern for institutionalized value patterns and modes of orientation 
led Parsons to develop the "pattern variables." The pattern variables 
are discussed following the discussion of social system elements. 
The institutionalized value system and the interconnected roles 
(the division of labor) were also emphasized by Durkheim (27b). In 
Durkheim's "mechanical solidarity" institutionalized values were the 
predominant aspect of structure, while in "organic solidarity" the 
division of labor (the interconnected system of roles) was most impor­
tant as a source of solidarity. 
A component of structure, which is very important in some social 
systems, is the communication network. An early exponent of the impor­
tance of communication networks was Bernard. For Bernard communication 
networks were the crucial component of organizational structure (9; 98). 
Communication networks are considered briefly in the discussion of com­
munication as a social process. 
Elements of the social system Social systems have certain basic 
units or building blocks which are sometimes referred to as elements 
(64). In this thesis it is assumed that the structure of a social 
system can be described largely in terms of the elements of the system 
and the interrelationships among the elements. (It is further assumed 
that consideration of both structure and processes is essential to 
complete analysis of social systems.) 
Two main approaches to the study of social structure have been 
indicated. These are the approach in terms of institutionalized culture 
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and the approach in terms of role patterns (the division of labor). It 
has already been indicated that position and role are basic units of 
social systems. They are basic to the role pattern approach to struc­
ture. Other basic elements of structure and the type of structure for 
which they have the most relevance are indicated below: 
Social system elements Type of structure 
Beliefs Structure in 
Values terms of in-
Goals stitutionalized 
Norms culture 
Positions Structure in 
Roles terms of role 
Rank patterns (the 
Sanctions division of 
Facilities labor) 
Each of these elements of social systems is considered further 
in the following pages. Then the pattern variables are discussed. 
Social processes, including communication, socialization, social con­
trol, institutionalization and allocation are considered following the 
discussion of the pattern variables. Then the functions of management 
are discussed. 
Beliefs Individual beliefs were defined previously as 
ideas that certain objects and phenomena have, have had, or will have 
certain characteristics and relationships. When beliefs are shared by 
members of social systems they are important elements of the social 
system. They influence the way system members orient themselves toward 
each other, toward objects in their situation and toward other systems. 
Values Values were defined previously as general ideas 
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that certain relationships ought to exist between phenomena. Values 
are basically evaluative since they involve a should or ought component. 
Some degree of agreement on values is necessary to the stability of 
social systems (including systems characterized by a complex division 
of labor). The institutionalization of values is thus an important 
aspect of the structure of social systems. According to Parsons: 
The word institutionalization means both the internaliza­
tion of common values by members of a collectivity, and also 
the enunciation of prescriptive or prohibitory role expecta­
tions by occupants of responsible roles. 
The institutionalization of value-orientation patterns 
thus constitutes, in the most general sense, the mechanism 
of integration for social systems. However, social integra­
tion does not require a single uniform set of value-
orientations equally and universally distributed throughout 
the social system. Social integration may well include a 
whole series of subsystems of common value-orientations 
varying around a basic pattern (89, p. 203). 
Among the factors on which agreement among system members is 
important is the way personnel and resources are to be distributed, 
what activities are important in the system and what ends are desired. 
If there is to be concerted activity toward the attainment of any end, 
that end must be something which is valued by actors in the system or 
it must be a means to a desired end. 
Goals Goals as an element of the personality system were 
defined as ends which an actor is willing to try to achieve. Goals on 
the social system level are defined only slightly differently. Goals 
of social systems are ends which system members are willing to use the 
resources of the system to try to achieve. The end which is a goal for 
a social system may be the same as the end which is desired by an 
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individual social actor. For example, a high volume of sales can be a 
goal both of a retail firm as a system and of the manager of the firm. 
Just as values and goals are closely related on the individual level, 
they are also closely related on the level of social systems. Attempts 
to attain a given end will probably not be successful unless that end 
is valued by at least some system members. 
The primacy of goals is a major factor in distinguishing formal 
organizations from other social systems (88; 98; 123). According to 
Warren: 
...goal primacy is the basic reason for the existence and 
continued existence of the formal organization. The social 
structure was deliberately and consciously planned to ac­
complish certain objectives (123, p. 97). 
The primary goal of any organization, according to Parsons, is 
related to the function performed by that organization. He states: 
For the business firm, money return is a primary measure 
and symbol of success and is thus part of the goal structure 
of the organization. But it cannot be the primary organiza­
tion goal because profit-making is not by itself a function 
on behalf of the society as a system (88, pp. 36-37). 
While it is likely that organizational members do see the goals 
of the organization in relation to the functions of the organization, 
it is doubtful that their perceptions of the primary goal are always 
as the above quote from Parsons would indicate. In fact it is quite 
likely that many would say that the primary goal of the economic firm 
is to make a profit (rather than to provide goods and services). 
The above reference to primary goal is important. It indicates 
that social systems have a plurality of goals, some of which are more 
important to system members than are others. According to Simon an 
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organization has a hierarchy of goals, in which each level is: 
...considered as an end relative to the levels below it and 
as a means relative to the levels above it. Through the 
hierarchical structure of ends, behavior attains integration 
and consistency, for each member of a set of behavior al­
ternatives is then weighed in terms of a comprehensive scale 
of values -- the 'ultimate' ends (104, p. 63). 
This points out not only the primacy of some goals relative to 
others but also the fact of a means-ends schema in which goals can be 
means to still further goals. This means-end relationship is often 
exemplified by short-range and long-range goals. Short-range goals 
are often intermediate steps on the way to long range goals. This is 
not always the case, however. Short-term goals can also be inconsistent 
with long-term goals. 
Goals differ in specificity as well as primacy (98). Goal attain­
ment will probably be greater where the goals are well defined and are 
agreed upon by system members. Where goals are only loosely defined 
there may be no consistent effort toward their attainment. According 
to Scott: 
It should be apparent, then, that to the extent that 
organizational goals are diffuse or lacking in clarity 
and to the extent that multiple, possibly conflicting, 
goals are being pursued, the organization will lack the 
rational basis for making...critical decisions (98, p. 492). 
Goals are of such importance to formal organizations that they are 
often explicitly stated. Such formally stated goals are referred to 
as official goals. The goals which are actually pursued by the actions 
of the organization, however, may not correspond to the official goals. 
If this is the case the goals which are actually pursued are referred 
to as unofficial or operative goals (29; 92; 98; 100). 
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One reason for Lack of consistency between official and operative 
goals is the need for the system to adjust to its environment. Changes 
in the environment sometimes necessitate changes in goals. Operative 
goals usually change faster than official goals. 
It has been a key assumption of economic theory that economic man 
is motivated toward the maximization of profit. The following statement 
by Phillips exemplifies this assumption: 
The economic conditions for the most efficient organization 
in the individual business are usually specified in terms 
of a single goal -- to make the business as profitable as 
possible (94, p. 21). 
This emphasis on profit and the neglect of other goals has been 
criticized by some writers concerned with the goals of business firms. 
Simon, for example, suggests that managers seek to "satisfice" because 
"...they have not the wits to maximize." (104). Simon points out that 
decision-makers can't be completely rational. They can never know all 
there is to know about the situations in which they act nor are they 
able to visualize all the implications of various courses of action. 
As was indicated in the section on decision-making, managers are 
characterized by "bounded rationality" (68; 104). 
Some managers probably wouldn't necessarily attempt to maximize 
profits even if they could. Other goals, such as maintaining a given 
share of a market, a given rate of growth, or some specified level of 
profits, may be more important to some decision-makers than is maximiza­
tion of profits. A listing of goals other than profit maximization is 
provided by Kohls. The goals include the following: 
(1) Expand or grow in size 
(2) Maintain or enhance status or power 
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(3) Control the important related parts of a business 
--a drive for closure of the system to secure greater 
independence from the market or other firms 
(4) Survive -- very few managements choose to quit 
(5) Simplify or improve the management and handling of 
personnel in a firm -- or at least not upset a 
satisfactory operating situation (55, p. 12). 
Some possible goals of economic firms have been mentioned above. 
The question still remains, however. What are the primary goals of 
retail firms? In this thesis it is assumed that the primary goal is 
one of achieving some optimum level of income by providing goods and 
services for the customers of the firm. What is considered to be an 
optimum level will vary from one firm to another and will depend to 
some extent on what the manager is willing and able to invest in terms 
of time, capital, skills and effort. 
Norms Norms are another important element of social 
systems. They are behavioral standards that specify what is (and what 
is not) acceptable behavior for social system members in various situa­
tions . 
Norms provide the stability and orderliness that goes 
with predictability... they tend to develop concerning 
anything that is important to members of an interaction 
group... (81, p. 238). 
Norms vary in generality from formally codified and commonly ac­
cepted rules to less formal guides for behavior. It has been suggested 
that, "...some rules can be honored by a rather wide range of conduct 
while others are more exacting and require a specific line of behavior" 
(99, p. 465). Thus, norms specify the limits of permissible or re­
quired action in particular social situations. 
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System members conform to the norms of the system for three main 
reasons. They share the values which support the norms. They have 
learned to conform and continue to do so from force of habit. Or they 
conform to avoid being sanctioned for non-conforming behavior. 
Position A position is a location in a system of social 
relationships. Positions locate social actors with reference to each 
other in a social system and with reference to the purposes of the 
system. An actor who occupies a given position in a social system is 
a position incumbent. (The manager of a farm machinery dealership is 
an incumbent of the position of farm machinery dealer.) A social actor 
is a position incumbent in every social system in which he is involved. 
The incumbents of a position in a social system are responsible 
for the performance of certain functions in the system. This responsi­
bility is specified in the definition of the role which accompanies that 
position. This relationship between function and position is explicitly 
recognized by Newcomb: 
Every position that continues to be recognized by members 
of a group contributes in some way to the purposes of the 
group; this contribution represents its function (81; 325). 
Most positions in social systems have names (or titles) and often 
these names refer to the functions of position incumbents. A farm 
machinery dealership, for example, will usually have a manager or 
dealer, a bookkeeper, a partsman, one or more mechanics, and possibly 
one or more salesman. In a given farm machinery dealership these posi­
tions might each be filled by different social actors. In another, a 
given actor might be an incumbent of more than one of the positions. 
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At one extreme the dealership might be divided into departments with 
employees in each department. At the other extreme the dealership 
might be a one-man operation with one person filling all the positions. 
The way personnel are allocated to (distributed among) the various posi­
tions in social systems and the complexity of the division of labor are 
important structural features of social systems. 
In most social systems persons are differentially allocated to 
positions. Recruitment of a given actor to a given position results 
from his possession of specified attributes and abilities (it is on the 
basis of universalistic criteria). For example the skills needed by 
mechanics in farm machinery dealerships differ from those which are 
most important for sales personnel. Occupancy of different positions, 
however, also has important implications for the personality system and 
the skills of position incumbents (59; 74). Incumbents of different 
positions have different experiences and responsibilities and, there­
fore, they learn different things. 
The activities of position incumbents which have implications for 
the system in general and for other position incumbents in the system 
are called role behavior. The role behavior which is characteristic 
of incumbents of a given position specifies the role which corresponds 
to that position. 
Role "A role...consists a whole set of behaviors which 
are more or less characteristic of all occupants of a position." (79, 
p. 330). In addition to a set of behaviors, a set of attributes are 
often also characteristic of incumbents of a given position. What these 
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behaviors and attributes are is related to the function for which the 
position exists. 
All incumbents of a given position will not perform the role cor­
responding to that position in exactly the same way. There are, however, 
limits on what behavior is appropriate for incumbents of various posi­
tions. Behavior can vary within these limits. The specificity of roles 
varies from system to system and from position to position. And there 
may or may not be consensus among system members on what is appropriate 
behavior for incumbents of a given position. What given actors in a 
social system consider to be appropriate attributes and activities for 
position incumbents are their role expectations. The degree of consensus 
on role expectations is an important aspect of the structure of social 
systems (34). 
The roles in social systems which are oriented toward economic 
goals are sometimes treated in three main categories (88). These are 
the roles concerned with formation of policy or decision-making, with 
"line" functions, and with "staff" functions. The policy formation or 
decision-making function is performed by the personnel occupy the 
top management positions. In small retail firms this is the position 
of manager. If the manager were not the owner of the business then the 
owner(s) would also be represented on this level. The main responsi­
bilities on this level involve management and decision-making. 
The "line" functions pertain to the variouslevels of authority 
below the top management level. While such levels of authority are 
highly developed in large corporations, their applicability is quite 
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limited relative to small retail firms. 
The staff functions are also not well developed in most small re­
tail firms. In complex organizations the staff usually includes experts 
whose main responsibility is to advise the managers at the various levels 
of line authority. Perhaps the closest thing to a staff function in 
firms like farm machinery dealerships is the manufacturer's representa­
tive who often serves in an advisory capacity. The representative, 
however, is not actually a member of the retail firm as a social system. 
The line and staff functions, then, to the extent that they may be 
distinguished in small retail firms, are usually quite rudimentary. 
Perhaps a more meaningful distinction for such firms is one between the 
managerial level and the primary-technical level (87). The managerial 
level refers, as it did in the above classification, to the basic mana­
gerial and decision-making functions. The primary-technical level in­
volves the actual manipulation of the output of the system (the goods 
and services). In a farm machinery dealership, for example, the main 
managerial functions are the responsibility of the dealer. The primary-
technical functions are mainly the responsibilities of the mechanics, 
partsman, and sales personnel. As has already been indicated, any 
given individual can be an incumbent of more than one of these posi­
tions. A given individual can, thus, have responsibility on both the 
managerial and the primary-technical levels. And each position and 
level has important implications for the other. Substandard performance 
by incumbents of any position will reduce the probability of attaining 
the goals of the system. 
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Rank Rank refers to the fact that both social actors and 
positions tend to be placed in hierarchies on the basis of certain cri­
teria. These hierarchial arrangements are referred to as stratification 
systems, ranking systems, or as hierarchies. The designation of levels 
of authority in a formal organization is a form of hierarchy. While 
authority is an important aspect of social structure it is only one of 
the bases for ranking in social systems. Weber, for example, suggested 
that there are three main hierarchy systems (125). These include hier­
archies of class, status, and power. According to Weber the class rank­
ing was based on access to the means of production and acquisition of 
goods. Status referred to honor or prestige and was represented by con­
sumption of goods and "style of life." The third ranking system accord­
ing to Weber was in terms of power. Weber defined power as: 
...the chance of a man or of a number of men to realize their 
own will in a communal action even against the resistance of 
others who are participating in the action (125, p. 180). 
Of these three systems of ranking, Marx emphasized class distinc­
tions based on access to means of production, Veblin (119) emphasized 
the status distinction based on style of life, and Weber (125; 126), 
himself, appeared to be most interested in relationships of social 
power. While it is possible to distinguish analytically between class, 
status, and power as Weber has done, they are closely interrelated and 
tend to vary together. 
One of the important features of complex organizations, the 
hierarchy of authority, is generally considered to be a component of 
power (17; 66). According to Loomis: 
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Power is the capacity to control others. It has many com­
ponents which may be classified as authoritative and non-
authoritative control. Authority is the right as deter­
mined by the members of the social system and built into 
the status-role to control others, whereas unlegitimized 
coercion and voluntary influence are nonauthoritative. 
Influence may rest on personal characteristics, social 
capital, and many other bases (66, p. 13). 
In most retail firms the manager has the most power and has control 
over the authority structure. This authority derives from his ownership 
of the business (or from his appointment as manager by the owners). Al­
though he controls the authority structure, effectiveness of a manager 
in attaining his goals will probably be increased if he also uses in­
formal influence as a means of motivating employees. 
Rank is not only a characteristic of positions; it is also a form 
of sanction. High rank is usually rewarding while low rank is, in some 
senses, a penalty (for lacking the "proper" attributes or achievements). 
Sanctions are considered further below. 
Sanctions Activity by social actors which is in conformity 
with the values and norms of the social system tends to be rewarded by 
other system members. Deviant behavior tends to be punished. Rewards 
are positive sanctions while punishments are negative sanctions. 
Rewards function mainly as sources of motivation and punishments 
function mainly as means of social control. Approval is an important 
reward and disapproval is an important negative sanction^ for most social 
actors. The importance of approval as sanction follows from the 
Sociologists have been sharply criticized by Wrong (129) for over­
emphasizing the importance of approval and "approval-seeking," While 
it is obvious that there are limits on the extent to which man is motiva­
ted by the desire for approval, there can be little doubt that approval 
and disapproval are important social sanctions. 
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importance of the need for response and the need for recognition (see 
page 21). 
Rewards are closely related to facilities. Rewards are, thus, con­
sidered further in the following discussion of facilities. 
Facilities Rewards have gratificational significance and 
are usually identified with ends rather than means. Facilities, in 
contrast, have instrumental significance and are means to ends. Ac­
cording to Parsons: 
Facilities are the objects of orientation which are actually 
or potentially of instrumental significance in the fulfill­
ment of role-expectations. They may consist of physical 
objects, but not necessarily (89, p. 199). 
Whether an object is a facility or not is mainly a function of its 
significance for actors in the social system. Any given object can 
function either as a facility or a reward or as both depending upon 
how it is defined by system members. 
Facilities are closely related to roles in social systems since 
they (facilities) are used by position incumbents as they perform their 
roles. Physical and capital resources in land, plant and equipment 
are important facilities for most retail firms. The manager's own 
specialized knowledge of the product line and his technical skills are 
also important facilities, as is his authority within the system. The 
activities of employees of the firm are also planned in such a way as 
to facilitate the achievement of system goals. 
It was suggested above that a given object may have significance 
both as a facility and as a reward. A facility is especially likely to 
have reward value if it is scarce and if it is a means to a variety of 
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highly valued ends. As Parsons suggests, "there is a tendency for par­
ticular facilities to acquire reward value" (89, p. 202). Money and 
power are important examples of this. Money, as a medium of exchange, 
provides the actor who possesses it with access to a wide range of goods 
and services. It can be used to purchase either objects which function 
primarily as facilities or it can be used to purchase objects which have 
mainly gratificational significance. As a means to these ends money is 
a facility. It is not surprising, however, for something which provides 
access to a very wide range of rewards to also take on gratificational 
significance itself. 
This is not the only reason why money is valued. Money also tends 
to be valued as evidence of achievement (57; 89). According to Parsons: 
...the way in which income and power are integrated into 
systems of instrumental orientation makes it inevitable 
that they should be valued; the possession of anything 
valued -- the more so if comparison with others is, as 
it must be, involved -- is a source of prestige. The 
acquisition, then, can become a goal of action and suc­
cess in acquisition a measure of achievement. Finally, 
the man with money or power is valued not only for want 
he has done but for what he can do, because possession of 
generalized facilities widens the range of capacity for 
achievement. Thus the status of money and power as rewards 
goes back fundamentally to the valuation of achievement 
and to their acceptance as symbols of achievement, whether 
actual or potential (89, p. 202). 
Thus money and power are important not only as facilities but also 
as rewards for superior attributes or achievements. 
The facilities and rewards which are important in a social system 
and the way they are allocated to positions in the system are important 
structural features of that social system. The facilities which are 
used and how effectively they are used also have important implications 
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for goal attainment by the system. 
The pattern variables The pattern variables are not considered 
to be elements of personality or social systems in this thesis. They 
refer, rather, to ways in which actors orient themselves to situations. 
The goals, beliefs and values which prevail in a social system influence 
what types of orientations are considered appropriate in various social 
situations. According to Parsons there are five dichotomous choices 
which must be made by actors in orienting themselves to situations. These 
choices are called the pattern variables (86; 89; 90; 91). The pattern 
variables have implications for all three levels of systems (personality 
systems, social systems, culture). On the personality system level they 
are habits of choice and they tend to be internalized from the culture. 
On the social system level they are aspects of role definitions and on 
the cultural level they are aspects of value standards (89). 
If system members agree on which choices are appropriate in given 
situations the system can be expected to function more smoothly and 
effectively than if opposing choices are valued by system members. 
Usually the choices which are valued are those which are consistent 
with the beliefs and values prevailing the system. They are those 
which are most appropriate to the ends which the system is attempting 
to attain. 
The five choices (pattern variables) are as follows: 
Affectivity - Affective neutrality 
Particularism - Universalism 
Ascription - Achievement 
Diffuseness - Specificity 
Collectivity orientation - Self orientation (89) 
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Affectivity versus affective neutrality refers to the necessity of 
choosing in any situation whether or not sentiment is appropriate in the 
situation. In terms of an actor's orientation toward another actor it 
is the decision whether to treat the other as an end in himself or as a 
means to an end (instrumentally). If the goal of a given retail firm is 
to maximize income, then the affective neutrality choice is probably 
more appropriate for the manager than is a choice of affectivity. Com­
plete affective-neutrality, however, (if such were possible) would 
probably not be desired since employees and customers might resent the 
"coldness" of the manager. 
Particularism versus universalism refers to whether the object 
toward which the actor is acting should be evaluated in terms of its 
relation to the actor or in terms of objective criteria. The univer­
salism choice is probably more consistent with the goals of retail firms 
than is the particularism choice. For example, a manager would probably 
be ahead financially to select employees in terms of their qualifications 
for the job than on the basis of family or friendship ties. 
Ascription versus achievement refers to whether social objects are 
to be evaluated on the basis of what they are or what they have achieved. 
The achievement choice is probably most appropriate to retail firms. 
For example, it is probably more important in machinery dealerships to 
select mechanics on the basis of the mechanical skills they have learned 
than on the basis of the status of their family. 
Diffuseness versus specificity refers to the scope of the relation­
ship with the social object. A friendship is an example of a diffuse 
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relationship. The obligations, rights and privileges of the actors are 
not limited to a specific area. They are quite general and involve 
many aspects of day to day life. By comparison relationships in retail 
firms tend to be somewhat more specific. They center around technical 
and economic activities. 
Collectivity orientation versus self orientation refers to whether 
an act has significance for the system as a whole or has personal sig­
nificance. Most of the activities of managers and employees of retail 
firms have significance for the goals of the firms as systems. It is 
doubtful that employees of retail firms are oriented toward system goals 
to the extent that the managers are. Perhaps one reason why managers 
may be more concerned with the goals of the business than are the em­
ployees, is that for the manager the system and personal goals tend to 
coincide. High income for the firm is usually translatable into high 
income for the manager. 
Four of the pattern variables above correspond to aspects of the 
Gemeinschaft-Gesellschaft typology. In fact this typology was the source 
of some of the pattern variables (91). The Gemeinschaft-Gesellschaft 
typology was originally developed by Toennies (112). The Gemeinschaft-
Gesellschaft typology has been refined and applied to concrete social 
systems by Loomis (64; 65). According to Loomis' formulation (112) 
social systems can range on a continuum from Gemeinschaft to Gesell-
schaft on six basic criteria. The first four are similar to pattern 
variables discussed above. The six criteria are: 
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Gemeinschaft Gesellschaft 
1. Affactivity 
2. Particularism Universalism 
Achievement 
Specificity 
Rational 
Affective neutrality 
3. Ascription 
4. Diffuseness 
5. Traditional 
6. Familistic Contractual 
The fifth criterion (traditional-rational) is one which was also 
emphasized by Weber (126). 
The main point to be made in reference to the pattern variables 
and to the Gemeinschaft-Gesellschaft typology is that retail firms can 
be expected to be characterized by Gesellschaft-like relations. The 
extent to which the manager and the employees of the firm tend to value 
Gemeinschaft rather than Gesellschaft relations or tend to lack consen­
sus on what type of relations is appropriate may limit the economic 
success of the business. 
Social processes Social processes are processes which involve 
interaction among social actors. These are processes which take place 
within social systems rather than within individual personality systems. 
For a process to be a social process it must involve activity of two or 
more individuals. The number of social processes which could be listed 
and discussed is quite large. Only certain processes, which are con­
sidered to be essential to the conceptual framework of this thesis, are 
discussed here. These include communication (and interaction), socializa­
tion, social control, institutionalization, and allocation. Each of 
these processes has been emphasized by Parsons (86; 89). Four of these 
processes (communication, socialization, social control and 
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institutionalization) are considered to be "comprehensive or master proces­
ses" by Loomis (64; 66). Two other "comprehensive or master processes", 
which are not discussed in this thesis, are boundary maintenance and 
systemic linkage. According to Loomis boundary maintenance "... is the 
process whereby the identity of the social system is preserved and the 
characteristic interaction pattern maintained" (64, p. 31). Systemic 
linkage is: 
...the process whereby one or more of the elements of at 
least two social systems is articulated in such a manner 
that the two systems in some ways and on some occasions 
may be viewed as a single unit (64, p. 32). 
The discussion of communication, socialization, social control, 
institutionalization and allocation is followed by some comments on the 
functions of management. Communication, social control, and allocation 
are all very important processes in the management of economic firms. 
Communication and interaction Communication and inter­
action are the most basic of the social processes. Social life depends 
upon the ability of individuals to interact meaningfully with each 
other through the use of gestures or symbols. The relatively high fre­
quency of interaction among system members is a defining characteristic 
of social systems. As Loomis suggests, "the social system is composed 
of the patterned interaction of members. It is constituted of the inter­
action of a plurality of individual actors..." (66). 
Interaction is the process through which system members influence 
each other. According to Sorokin interaction is "...any event by which 
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one party tangibly influences the overt action or state of mind of the 
other" (107, p. 40). Interaction usually involves transfer of meaning. 
Communication is interaction which has as its purpose the transfer 
of meaning from a sender to a receiver. A communication event may in­
volve the transfer of a variety of meanings or messages. These range 
from complex scientific discourses to the transfer of sentiment. Ac­
cording to Loomis: 
Commuication is the process by which information, decisions, 
and directives are transmitted among actors and the ways in 
which knowledge, opinions, and attitudes are formed or modi­
fied by interaction (64). 
Communication is important not only as a social process. Patterns 
of communication are also important aspects of social structure (9; 98). 
Over time communication in social systems tends to become patterned 
with messages flowing more frequently between certain system members 
than others. The patterns composed of various lines or channels of com­
munication are referred to as communication networks. Social systems 
vary in the extent to which lines of communication and communication 
networks are formalized. In some social systems communication is in­
formal and not highly structured. In large, highly complex social 
systems communication tends to be formalized and the lines of communica­
tion are important structural features. 
Both formal and informal communication networks have important 
implications for formal organizations. According to Bernard communica­
tion networks are of vital importance in formal organizations (9). 
Scott suggests that: 
It is clear that Bernard viewed communication networks, 
carrying their freight of information, influence, and 
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inducements, as the crucial components of organization 
structure (98, pp. 501-502). 
Communication networks tend to be less formalized in comparatively 
less complex organizations, such as small retail firms, than in more 
complex systems. Even among such firms, however, there is much variance 
in the complexity and effectiveness of communication networks. Both 
communication among position incumbents in a retail firm and with per­
sons outside the firm have implications for economic success of the 
firms. 
According to Phillips (94) effective communication is necessary 
for effective management. The importance of communication for the 
various functions of management is discussed in the section on manage­
ment functions. 
Socialization Socialization is the process in which 
individuals learn to function as members of social systems. According 
to Merton: 
...socialization designates the process by which people 
selectively acquire the values and attitudes, the interests, 
skills, and knowledge -- in short, the culture -- current 
in the groups of which they are, or seek to become, a mem­
ber. It refers to the learning of social roles (75, p. 287). 
Loomis states that: 
Through socialization each newborn baby learns the skills, 
beliefs, ends, and norms of the society into which he is 
born; he internalizes the interaction and expectancy pat­
terns which make status-roles and the elements of power 
and rank operative in society. The interaction involved 
in the process of socialization results in the formation 
of the personality (64, p. 34). 
Like most social processes, socialization can be viewed from the 
point of view of the individual or from the point of view of the social 
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system. For the individual, socialization is a learning and a develop­
ment process. The individual learns to perform social roles, inter­
nalizes culture and develops a self-conception. For the social system, 
socialization is the process by which culture is transmitted and social 
positions are filled. A system can function effectively only if new 
members learn what is expected of them. Since socialization is largely 
a process of reciprocal influence among system members, communication is 
a very important process in socialization. System members influence 
each other largely through the communication of messages and sentiments. 
Social control Social control refers to the process of 
assuring conformity with system values and norms through the threat or 
actual use of negative sanctions. It was suggested on a previous page 
that "...norms specify the limits of permissible or required action in 
particular social situations". Social control is a process of keeping 
behavior within these limits. According to Shibutani: 
Social control refers to keeping behavior within the bounds 
of group expectations, and in the last analysis this rests 
upon consensus (103, p. 60). 
Shibutani continues: 
Even those who are physically alone often take into account 
what the reactions of other people are likely to be if they 
should find out about what he is doing. Social control 
refers to the fact that human behavior is organized in 
response to expectations that are imputed to other people. 
This does not necessarily involve coercion; various con­
straints are placed upon the things men do by virtue of 
their participation in groups (103, pp. 60-61). 
Negative sanctions are an important element of social control. 
The threat of sanctions (rather than use of the sanctions themselves) 
is often sufficient to assure conformity. 
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Social control is closely related to socialization. Both have 
important implications for the stability of social systems. Both tend 
to promote conformity to system norms. Socialization supplies actors 
with internal constraints. Social control is effective mainly due to 
external constraints. 
Social control is important in retail firms as a way of assuring 
behavior which is consistent with the goals of the firms. The use of 
motivational techniques is also a means of encouraging behavior consis­
tent with system norms. Social sanctions (e.g. giving or withdrawing 
approval), economic sanctions (e.g. giving or not giving a raise), and, 
at the extreme, the treat of expulsion from the system (firing the 
employee) are among the sanctions which a manager has at his disposal. 
Institutionalization Institutionalization is the process 
by which social systems develop structure. Institutionalization results 
in the patterning of social relationships. According to Parsons: 
...institutionalization is an articulation or integration 
of the actions of a plurality of actors in a specific 
type of situation in which the various actors accept 
jointly a set of harmonious rules regarding goals and 
procedures (89, p. 194). 
Parsons also states that: 
...actions are said to be institutionalized if the actors 
expect them to occur and there are cultural sanctions 
opposing nonconformity with expectations (89, p. 40). 
Activity which is institutionalized tends to be carried on in a 
characteristic way. Patterns of behavior develop and actors tend to 
share expectations for behavior in various situations. An element of 
culture (e. g .  a value or a norm) is institutionalized in a social system 
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if it is commonly accepted by system members and activity tends to be 
patterned on the basis of it. Institutionalized values are a basic 
feature of the structure of social systems (88). 
Allocation Allocation is the process in which personnel, 
facilities and rewards are distributed among the positions in a social 
system. (Or, from a different perspective, allocation is the process 
in which positions and roles, facilities and rewards are distributed 
among the members of a social system.) Some form of allocation of per­
sonnel to positions is imperative in complex systems which have dif­
ferentiated roles (division of labor). 
If it is assumed that the positions and roles in a social system 
correspond to functions in the system then it is important for the func­
tions associated with each position and role to be the responsibility 
of at least one system member. This assignment of responsibility for 
roles (the allocation of personnel to positions) is an important alloca-
tive process. If a position incumbent is to perform his role effectively 
he must have the necessary facilities at his disposal. Thus, the alloca­
tion of facilities is also an important allocative process. The alloca­
tion of rewards is also important as a means of motivating activity 
which is consistent with the goals of the system. 
The actual process of allocation of personnel, facilities, and 
rewards differs from one system to another. The allocation of system 
members to social positions, for example, might be on the basis of 
appointment, election or some form of competitive endeavor. In retail 
firms personnel are usually hired by the manager to fill certain 
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positions. The hiring is done, at Least to some extent, on the basis 
of universalistic criteria. 
One of the management functions (organizing) is largely concerned 
with allocative problems. 
Management functions The management functions involve both 
individual and social processes. To the extent that they involve pro­
cesses which take place within personality systems they are individual 
processes. When they involve interaction among system members they are 
social. In complex organizations all of the management functions in­
volve social processes (especially communication). In less complex 
social systems, such as retail firms, the functions tend to be the 
responsibility of a particular individual (the manager) but they still 
involve social processes, at least to some extent. 
Skill in five main areas of management is very important to the 
success of managers of retail firms. The five areas of management in­
clude planning, organizing, directing, coordinating and controlling 
(1; 94). 
Each of these five aspects of the role of the manager are closely 
tied to decision-making. According to Abshier and Dahle: 
All of the functions of management planning, organizing, 
directing, coordinating and controlling have as their 
objective the making of a decision and seeing that the 
decision is put into an action program (1, p. 43). 
Planning, however, involves the decision-making process more than 
any of the other of the management functions. Planning involves the 
selection and development of future courses of action. According to 
Phillips: 
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...planning involves more than making decisions for the 
business. It involves looking ahead and appraising in 
anticipation of the decision. It leads to a decision not 
only as to what action will be taken, but also when and 
where to take the action, and how to go about taking it 
(94, p. 9). 
Setting goals and deciding how to achieve them is an important 
aspect of planning. The availability of information is important to 
effective planning by management. 
Organizing refers to the way the resources of the system (human 
and other) are allocated and combined to satisfy the goals of the sys­
tem. In a complex formal system, organization of human resources is 
described by the organizational chart. In small retail firms organiza­
tion is usually less formal. 
Directing refers to the activity of the manager in guiding and 
motivating system members. Directing is mainly a leadership function 
(94). 
Coordinating refers to the necessity for various activities and 
processes within the system to form a unified effort. 
Controlling is the supervisory function of management to assure 
satisfactory performance in all phases of operations (94). It is the 
manager's responsibility to see that the various position incumbents 
perform their roles adequately. Controlling involves the process of 
social control. 
Communication is an important process in each of the five areas of 
management. Communication is especially important if the manager is to 
effectively coordinate activities in the business. According to 
Phillips: 
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Effective internal communication is one of the biggest 
secrets to coordination. The rule of three way communica­
tions -- (1) up from employees to management, (2) down 
from management to employees, and (3) across between em­
ployees and departments at all levels -- is prerequisite 
to effective coordination (94, p. 10). 
Communication is also basic to the areas of planning, directing, 
and controlling. Even when the manager alone assumes responsibility 
for planning and decision-making, communication is still of vital 
importance since the manager needs to obtain information about various 
aspects of the business from employees and other sources. 
All of the social processes as well as the management functions 
have implications for the success of retail firms. The extent to which 
they effectively contribute to the attainment of the goals of a given 
firm depends to a great extent on the personality system and the skills 
of the manager. 
The culture 
Culture systems are fundamentally different from personality sys­
tems and social systems. Personality systems and social systems are 
action systems while culture systems are not. As Parsons suggests, the 
culture system does not act; it just "is" (89). Culture systems also 
differ from personality systems in their longevity. Both social systems 
and culture change over time but, in general, their "life span" is much 
greater than is that of any one individual. 
Culture tends to be cumulative (especially in terms of science 
and technology). Each generation of actors in a social system has 
access, not only to the previous contributions to their own culture. 
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but, also, through diffusion, to those at other cultural systems as 
well. 
Culture has been defined in varying ways by social scientists. 
According to Tylor: 
Culture...is that complex whole which includes knowledge, 
belief, art, morals, law, custom, and any other capabilities 
and habits acquired by man as a member of society (114, p. 18). 
According to Malinowski culture "comprises inherited artifacts, 
goods, technical processes, ideas, habits, and values" (67, p. 41). 
Kluckhohn has suggested that American anthropologists tend to 
include in culture "...those aspects of the total human environment, 
tangible and intangible, which have been created by men" (51, p. 49). 
These definitions from cultural anthropology indicate generally 
the meaning of the term culture as it is used in this thesis. In one 
sense, however, the term culture is used more specifically in this 
thesis. That is with respect to physical objects. Concrete physical 
objects are not considered here to be a part of culture. They are 
considered to be indications of culture and even embodiments of culture. 
But they are not considered to be cultural objects. 
Architecture provides an example of this distinction between physi­
cal and cultural objects. The architectural style of a building is 
cultural while the actual physical structure is a physical object. A 
great deal can be inferred about the culture from the physical object 
but the physical object and the culture are not the same. Another ex­
ample is a farm tractor. An actual tractor is a physical, rather than 
a cultural, object. From it, however, one can infer a great deal about 
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the level of technology in the society where it was produced. 
This distinction between physical objects and cultural objects is 
based on Parsons' contention that, "Cultural objects...are distinguished 
from physical objects in that the former are subject to "internaliza­
tion," the latter are not" (89, p. 99). 
While the culture system is not an action system it does have 
important implications for action, both in directing action and as an 
object of the situation. According to Parsons: 
...whatever its systematic form, a cultural pattern may 
be involved in action either as an object of the actor's 
situation or it may be internalized to become part of 
the structure of his personality. All types of cultural 
patterns may be internalized, but particular importance 
is attributed to the internalization of value orienta­
tions (89, p. 221). 
The fact that values and beliefs are internalized by individual 
social actors and institutionalized in social systems has already been 
indicated in this thesis. These and other cultural elements are con­
sidered somewhat further in the following pages. 
Symbols and language are basic components of culture (just as 
communication is a basic process in social systems). The existence of 
complex social systems would clearly be impossible without shared sym­
bolic systems. 
Two general categories of cultural objects which are important to 
this thesis include systems of value standards and systems of ideas, 
beliefs and knowledge.^ Since all elements of culture (as culture is 
^Parsons delineated three major classes of culture patterns: 
(1) Systems of ideas or beliefs 
(2) Systems of expressive symbols 
(3) Systems of value-orientations (89, p. 8). 
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defined in this thesis) can be internalized by social actors and institu­
tionalized in social systems, most of the elements of culture, which are 
most relevant to this thesis, have already been discussed in the sections 
on the personality system and the social system. Because of this, sys­
tems of value standards and systems of ideas, beliefs and knowledge are 
discussed only briefly here. 
Systems of value standards Systems of value standards include 
such elements as values, goals, role expectations and norms. These 
function mainly as evaluative standards. 
According to Kluckhohn values vary along several dimensions (52). 
One of these dimensions is the dimension of generality. Some values 
pertain specifically to certain situations and to certain types of 
activities. Values which pertain specifically to a given position in 
the social system are important to role expectations. Other values are 
quite general and are applicable throughout the social system. 
Values also vary in how strongly they are held (their intensity). 
According to Kluckhohn some values are categorical values (52). These 
are values which are very important to system members. They tend to 
be accompanied by norms which specify that given behaviors "must" or 
"must not" occur. Violation of these norms is severely sanctioned. 
They tend to have been in the culture a long time and their appropriate­
ness is seldom questioned. Other values are preferential values. Pref­
erential values pertain to states of affairs which tend to be valued 
more highly than are other states of affairs. Preferential values 
aren't as strongly held as are categorical values. Activity which is 
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contrary to such preferential values is disapproved of but not severely 
sanctioned. In general, the norms which are linked to preferential 
values correspond to Summer's folkways, while norms based on categorial 
values correspond to mores (109). 
Values vary in explicitness. According to Kluckhohn: 
In general, an explicit value is one which is stated 
verbally by actors, whereas an implicit value is one 
which is inferred by observers from recurrent trends 
in behavior, including verbal behavior (52, p. 415). 
Both the explicit and implicit aspects of culture are important 
aspects of an actor's situation. 
Values also vary in the extent to which they are shared by system 
members. To be an important aspect of culture a value must be shared 
at least to some extent. Purely idiosyncratic values (values held by 
only one person in a social system) may have important implications for 
the stability of the system but they are not part of the culture of that 
system. 
Values tend to be organized. While actors in a given social system 
probably share many of the same values, the particular values held by 
an actor and the way these values are organized by each actor probably 
differ. Each has his own unique value system. Thus, "...the group 
value system is an abstraction, a statement of central tendencies in a 
range of concrete variation" (52, p. 416). 
Values as an element of culture are not completely static. While 
the categorical values tend to persist for many generations they are 
subject to gradual change. Preferential values change more rapidly. 
Kluckhohn suggests that, "New values come into being as a result of 
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individual variability and new situations" (52, p. 416). 
On the culture system level the pattern variables are aspects of 
value standards (89). As such, they tend to be culturally approved 
choices for the dilemmas of action. 
Systems of ideas, beliefs and knowledge Systems of ideas, 
beliefs and knowledge include those aspects of culture which have 
primarily cognitive rather than evaluative or affective significance 
when they have been internalized by social actors. Beliefs are ideas 
that certain objects and phenomena have, have had, or will have certain 
characteristics or relationships. Beliefs are elements of cultural 
systems when they tend to be transmitted from one generation to another 
and to be commonly shared by members of succeeding generations. There 
is no assurance that beliefs are factual. They may even be contrary 
to fact. If, however, social actors think they are true then they are 
beliefs. And the actors act as if they are true (111). 
Beliefs which are supported by objective evidence are called 
knowledge. Cultural systems include complex systems of theory and 
knowledge, such as science and technology. Science and technology have 
important implications for social action and for outcomes of action. 
The extent to which farm machinery dealers, for example, are cognizant 
of recent developments in science and technology which relate to farming 
and to farm machinery has implications for their economic success. 
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Physical objects 
As has already been indicated, the situation which is relevant to 
any given social action and outcome of action includes both social and 
non-social objects. Personality systems and social systems are impor­
tant social objects. Non-social objects include cultural objects and 
physical objects. 
Human individuals are considered to be social objects rather than 
physical objects even though the organism itself is a physical entity. 
The physical aspect of the human individual (the organism) has already 
been mentioned as an aspect of the personality system. Physical objects 
here refer to non-human objects, both inorganic and organic. Physical 
objects are relevant to social action and to outcomes of action when 
they function as facilities, rewards or obstacles. As was indicated 
in the section on social systems, objects are facilities when their 
main significance is instrumental. When objects are used by actors 
in the performance of their roles, they are facilities. Objects are 
rewards when they function mainly as sources of gratification. Objects-
function as obstacles when they in some way impede or restrict activity. 
According to Parsons: 
Physical objects are those objects which are located in 
space and time; which do not "interact" with the actor-
subject, as other actors do; and which constitute only 
objects, not subjects, of... orientation. Thus they can 
constitute instrumentally significant means, conditions, 
goal objects, obstacles or significant symbols (89, p. 59). 
Physical objects over which actors have exclusive rights are re­
ferred to as possessions. It is possible to distinguish analytically 
between the objects, themselves, and the rights to them. The objects 
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are physical while the rights to the objects are social and cultural. 
Possession of objects, then, rests on social conventions. 
Physical objects which function as facilities are very important 
in firms like farm machinery dealerships. The physical plant, the 
equipment and the inventory of saleable goods are all important physical 
objects in farm machinery dealerships. And all are necessary to the 
performance of various roles in the dealerships. For example, the tools 
which are available to mechanics will influence their ability to work 
efficiently and effectively in repairing complex machinery. 
In recent years the equipment used by farm machinery dealerships 
has become more complex. And, as was indicated in the introduction to 
this thesis, the products sold by farm machinery dealerships have also 
tended to become not only much more complex but also larger and more 
costly. The quality of products sold as well as the ability to provide 
adequate service on complex machinery have important implications for 
the success of farm machinery dealers. The products sold by any given 
retail firm and the services provided must be adapted to the needs and 
desires of the customers of that firm. They must be up to date and 
they must be adapted to the locality. 
Summary of the Conceptual Framework 
In the preceding pages the conceptual framework of this thesis was 
presented. Some highlights of this framework are presented below. 
The concern of this thesis is with action and outcomes of action 
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in retail firms. An outcome of action is a function both of the action 
of an actor and the situation in which he acts. Human individuals 
(actors) seldom simply respond to stimuli. They have orientations 
toward the situations in which they act and they act in terms of their 
definitions of these situations. The personality of the actor, there­
fore, influences his actions. The relationship between the personality 
of the actor, the situation in which he acts, the action and outcomes 
of action can be expressed as follows: 
* Outcome of Action 
(e.g. Economic Success) 
Action 
Situation 
Personality 
(Figure 1, p. 14.) 
This can be expressed in equation form: 
Outcome of Action = f(Personality . Situation). 
(Equation 2, p. 14) 
Action is assumed to intervene between the personality and the situation 
and outcomes of action. 
The situation can be analytically divided into social and non-
social components. These components can be further divided into per­
sonality systems and social systems (social objects) and culture and 
physical objects (non-social objects). Equation 3 follows from this: 
Outcome of Action = f[Personality of Actor (the manager) 
(e.g. Economic Other Personality Systems. Social 
Success) Systems. Culture. Physical ObjectsJ. 
(Equation 3, p. 15) 
86 
Equation 3 indicates that personality systems, social systems, 
culture and physical objects are all important to outcomes of action. 
Each of these was discussed in the conceptual framework. The personali­
ty system and the social system were emphasized. Elements and processes 
of personality systems and elements and processes of social systems 
were delineated and discussed. The personality system elements which 
were discussed include: needs' wants, wishes, desires; goals; values; 
beliefs; knowledge; sentiments; attitudes; interpersonal response traits; 
intelligence; and symbolic skills. The individual processes include: 
perceiving, learning, thinking, cognitive mapping and decision-making. 
The social system elements include elements which pertain to structure 
in terms of institutionalized culture (goals, values, beliefs and norms) 
and elements which pertain to the division of labor (position, role, 
rank, sanctions and facilities). The social system processes which were 
discussed include communication and interaction, socialization, social 
control, institutionalization and allocation. Two main components of 
culture which were delineated are systems of value standards and systems 
of ideas, beliefs and knowledge. The main concepts in the conceptual 
framework are listed in Figure 4. 
Not all of the concepts in Figure 4 were operationalized for this 
thesis. Operationalizing all the concepts and testing all the relation­
ships implied in the conceptual framework is beyond the scope of any 
one study. The conceptual framework as summarized in Figure 4 is in­
tended to be general enough to be applicable to a wide range of problems 
of retail firms. The generality of the framework is due to Objective 2 
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Personality 
Situation 
Action 
Outcome of Action 
(e.g., Economic Success) 
Outcome of Action 
(e.g., Economic 
Success) 
f (Personality. Situation) 
, r  Social Objects 
Personality system 
Elements : 
Needs 
Wants, wishes, de­
sires 
Goals* 
Values* 
Beliefs* 
Knowledge 
Sentiments 
Attitudes 
Interpersonal 
response traits 
Intelligence 
Symbolic skills 
Processes : 
Perceiving 
Learning 
Thinking 
Cognitive mapping 
Decision-making* 
Social system 
Elements : 
Goals 
Values 
Beliefs 
Norms 
Position 
Role 
Rank 
Sanctions 
Facilities (and 
resources)* 
Processes : 
Communication and 
interaction 
Socialization 
Social control 
Institutionalization 
Allocation 
NonsocialjObjects 
Culture 
Systems of value 
standards 
Systems of ideas, 
beliefs, 
knowledge (in­
cluding science 
and technology) 
(Fig. 1, 
p. 14) 
(Eq. 2, 
p. 14) 
(Fig. 2, 
p. 15) 
Physical ob jects 
Other conditions: Time, space, climate 
(The concepts marked by asterisks are ones for which operational 
measures have been developed.) 
Figure 4. A paradigm of some important variables for the analysis of 
action and outcomes of action in retail firms 
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of this thesis: To develop a conceptual framework which is relevant 
not only to economic success but also to a wide range of problems of 
retail firms. 
Only a portion of the concepts which have important implications 
for economic success were operationalized for this thesis. The data 
used in this thesis were gathered before this conceptual framework was 
developed. The hypotheses which were developed and the concepts which 
were operationalized were limited by the data. The data are from a 
study of farm machinery dealers in Iowa (the study will be discussed 
further in the methodology chapter). Although data were not available 
in the field study to test many relevant hypotheses which might have 
been developed, the study does contain measures of personality and 
social system variables and of certain activities of farm machinery 
2 dealers which can be tested for relationships with economic success. 
The concepts for which operational measures were developed for 
this thesis are indicated by asterisks in Figure 4. Beliefs, values, 
^This thesis is ex post facto since the data used to test the hy­
potheses were gathered prior to the development of the hypotheses. The 
data, however, were not analyzed in such a way as to test the hypotheses 
until after the hypotheses were developed. 
^The data provided by the field study are assumed to be adequate 
for purposes of this thesis. They provide specific data on relation­
ships between certain variables and economic success. They provide in­
formation relative to both the practical level concern and the theoreti­
cal level concern of this thesis. The conceptual framework suggests 
other relationships which can be examined in future studies. 
89 
and goals were operationalized as cognitive elements.^ Three aspects of 
facilities and resources were measured. No attempt was made to completely 
operationalize the decision-making process but certain activities of 
managers of retail firms which have implications for decision-making 
were measured. 
The propositions and hypotheses which were derived from the con­
ceptual framework are indicated in the following chapter. 
^As was indicated on page 40, the term cognitive elements is used 
in a more general way in this thesis than it is sometimes used. Values 
and goals, along with other elements such as beliefs, are considered to 
be cognitive elements in this thesis. 
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THE THEORETICAL PROPOSITIONS AND THE HYPOTHESES 
(APPLICATION OF THE CONCEPTUAL FRAMEWORK TO THE PROBLEM 
OF DIFFERENTIAL ECONOMIC SUCCESS AMONG RETAIL FIRMS) 
Three levels of propositions are presented in this chapter. The 
propositions on the first level are called theoretical propositions. 
These theoretical propositions were derived from Equation 3 (page 15 
and 85) and from Figure 1 (page 14 and 85). They are very general and 
are not necessarily hypothetical, since there is little doubt of their 
truth. The level of the theoretical propositions is such that they 
could be referred to as postulates. These propositions are important 
not so much for what they say as for what they imply and for the ques­
tions they raise. General hypotheses were derived from these theoreti­
cal propositions. And specific hypotheses were derived from the general 
hypotheses. The specific hypotheses state specific relationships 
(direction predicted) between specific personality system, social 
system, and action variables and economic success of farm machinery 
dealerships. 
As was mentioned in the summary of the previous chapter the data 
used in this thesis were collected from farm machinery dealers and per­
tain to these dealers and their business enterprises. The specific 
hypotheses presented in this chapter are those for which data were 
available in the farm machinery data. 
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The Personality System 
The first theoretical proposition pertains to the relationship 
between personality systems and economic success of retail firms. The 
proposition was derived directly from Equation 3 which is repeated here 
from page 15: 
The first functional factor of Equation 3 indicates that an outcome 
of action (e.g., economic success) is partially a function of the per­
sonality system of the actor. Theoretical Proposition 1 follows from 
this : 
Theoretical Proposition _1. Personality systems of managers of re­
tail firms are related to the economic success of the firms they manage. 
This proposition suggests very little about the nature of the rela­
tionship. The main function of Theoretical Proposition 1 is to point 
out that personality system variables are among the variables which 
might be considered by anyone concerned with economic success of retail 
firms. The section on the personality system in the conceptual frame­
work indicates what some of the personality system variables which have 
implications for success of retail firms might be. Among these variables 
are goals, values, beliefs, and attitudes. 
Outcome of Action 
(e.g.. Economic Success) 
of Actor (the manager). 
Other Personality Systems. Social 
Systems. Cultural System. 
Physical Objects J . 
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Cognitive elements 
In the discussion of the personality system, goals, values and be­
liefs, were each discussed as separate elements. It was indicated that 
human behavior tends to be goal directed, that individuals tend to have 
hierarchies of goals and values and that individuals tend to differ in 
their goals, values and beliefs. In this section goals, values and 
beliefs are treated together as cognitive elements. 
In the discussion of cognitive mapping it was indicated that each 
individual's cognitive elements tend to be organized into a meaningful 
whole. It was suggested that an individual's cognitive map influences 
the way new phenomena are perceived and the way situations are defined. 
It was further suggested that individuals tend to act in ways which are 
consistent with their cognitive elements. In the discussion of decision­
making it was suggested that decision-making is a type of action and that 
an actor's cognitive elements (cognitive map) not only influence how he 
will define given situations but also his decision-making. It was sug­
gested on page 47 that: 
The actor's own knowledge, beliefs, values, and attitudes 
have important implications not only for the way situations 
are defined but also for the choices which are made. And 
it is through their influence on choices made by the actor 
that personality system elements and processes have their 
greatest effect on economic success. 
It is expected, then, that various cognitive elements influence 
action, and consequently, outcomes of action. It is not assumed, how­
ever, that all goals, values, and beliefs are related to all kinds 
of outcomes of action. It is probably more accurate to suggest 
that only certain goals, values and beliefs are related to 
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certain relevant actions and outcomes of action. The problem is to dis­
cover which variables are related and the nature of the relationships. 
A general hypothesis is stated below from which ten specific hypotheses 
were derived. The specific hypotheses are presented in the following 
pages. 
General Hypothesis 1 .  Certain relevant cognitive elements of mana­
gers of retail firms are related to the economic success of the firms 
they manage. 
There is little doubt about the truth of the above statement.^ It 
is a particular proposition rather than a universal proposition. There­
fore, only one affirmative case is needed to support it. What is de­
sired is to develop more specific universal hypotheses which specify 
which cognitive elements of managers are related to economic success of 
retail firms and to specify the nature of the relationships. Ten speci­
fic hypotheses relevant to General Hypothesis 1 are presented in the 
following pages. These hypotheses are stated with reference specifically 
to farm machinery dealers and the firms they manage, rather than refer­
ring more generally to managers of retail firms. (The data used to test 
the hypotheses were gathered from farm machinery dealers.) Farm machin­
ery dealers are, of course, managers of retail firms. Care must be 
taken in generalizing to managers of other types of retail firms from 
the data on farm machinery dealers but the data do allow certain 
^The hypothesis as stated is a particular proposition rather than 
a universal proposition (48, p. 37; 97, p. 165). The specific hypotheses 
which were derived from General Hypothesis 1, however, are universal 
propositions. 
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inferences to be made. 
All of the specific hypotheses stated in this thesis are hypotheses 
of linear relationship between variables. Most of them posit zero order 
relationships. Some hypotheses of multiple relationships are also 
stated. 
Value placed on mental activity The first specific hypothesis 
pertains to the relationship between the value placed on mental activity 
by farm machinery dealers and economic success of farm machinery dealer­
ships. 
In the section on decision-making it was suggested that decision­
making is an individual process which is very important to success in 
retail firms. The importance of reflective thinking and rationality 
for effective decision-making was emphasized. Rationality is sometimes 
assessed in terms of the effectiveness of the means selected for the 
attainment of the actor's goals (39). If an actor tends to place rela­
tively more emphasis than other actors on reflective thinking and on 
planning ahead he may be willing to devote more time and effort to mental 
activity and, consequently, arrive at more rational decisions. Actors 
who tend to emphasize physical activities as opposed to mental activities 
may be expected to spend less time than others gathering information and 
considering alternatives and thus may make less rational decisions. 
Thus, if economic success is an important goal for an actor he may be 
more effective in attaining this goal if he places a high value on 
mental activity than if he does not. The value placed on mental activi­
ty may thus be related positively to economic success. A study by 
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Hobbs (39) provides limited support for this contention. Hobbs' data 
indicated that economic productivity of farm operators was correlated 
positively (r=.113) to the relative value placed on mental as opposed 
to physical processes in farming. While the relationship was in the 
hypothesized direction it was not statistically significant (at the ,05 
level), Hobbs indicated that the lack of significance might have been 
due to the operational measures used rather than due to an actual lack 
of relationship between the variables measured. Hobbs' data were for 
farm operators rather than for farm machinery dealers. 
The following hypothesis was derived from the above considerations. 
1 
Specific Hypothesis The relative value placed on mental activi­
ty by farm machinery dealers is related positively to the economic suc-
2 
cess of the firms they manage. 
Progressivism The willingness of a manager of a retail firm to 
keep himself and his business up to date and to be continually learning 
and trying new things is referred to as progressivism. 
In the introduction to this thesis it was indicated that farming 
and the farm machinery business are undergoing change. Farm machinery 
dealerships are becoming larger and the products sold are becoming more 
complex. In such a situation the ability to keep pace with the changes 
^Relative to other farm machinery dealers. 
2 While not explicitly stated in the hypothesis, the hypothesis is 
one of linear relationship and will be tested by correlation analysis. 
Only linear relationships are tested in this thesis. 
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may be a necessary attribute of successful managers. In the discussion 
of facilities it was suggested that: 
The products sold by any given retail firm and the services 
provided must be adapted to the needs and desires of the 
customers of that firm. They must be up to date and they 
must be adapted to the locality. 
Studies of adoption of new farm practices among farmers indicate 
that progressivism, as measured by speed in adopting new practices, 
tends to be related positively to farm income (62; 95). Data by Beal 
and Bohlen indicate that business volume of fertilizer dealers tends to 
be related positively to "...the degree to which the dealer sees himself 
as being more change oriented than his farmer customers" and related 
positively to "...being progressively oriented toward new merchandising 
techniques" (7). 
The following specific hypothesis was derived from the above con­
siderations. 
Specific Hypothesis The relative progressivism of farm machin­
ery dealers is related positively to the economic success of the firms 
they manage. 
Value placed on security The value placed on security refers 
to the relative willingness of managers to act in situations of uncer­
tainty and to take risks. Farm machinery dealers who place a relatively 
high value on security are those who are relatively unwilling to take 
risks themselves and who tend to think others take too many risks. 
It was indicated in the section on decision-making that a decision­
maker confronted with a complex problem will not have all of the relevant 
information, will not be able to consider all possible alternatives and 
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will not be able to foresee all the consequences of a given course of 
action. Most decisions are made in situations involving at least some 
degree of uncertainty. Even where information is available on which to 
base the decisions, the alternatives often involve some degree of risk. 
(Risk and uncertainty are differentiated on the basis of the availability 
of information with which to estimate the probabilities of various out­
comes. In situations involving risk the probabilities can be estimated 
while in uncertainty there is not sufficient information to estimate 
the probabilities (39; 54).) 
The willingness of a manager to take risks has important implica­
tions for the way he evaluates alternatives in the process of making 
management decisions. If, for example, a manager always chooses the 
alternative which involves the least amount of risk (regardless of the 
ratio of costs to expected returns) he will probably miss many opportuni­
ties to increase his financial returns. The overall effect of extreme 
emphasis on security is often a reduction in income. According to 
Hobbs: 
Several studies have indicated that many managers discount 
long run returns heavily because of uncertainty in the 
short run and as a result make conservative, sub-optimum 
decisions which may minimize losses but not maximize 
returns (39, p. 60). 
In his study of farm operators Hobbs found a significant inverse rela­
tionship between economic returns and risk aversion. Studies by Bohlen 
and Beal (16) and Hess and Miller (37) also indicate that economic re­
turns and willingness of farmers to take tisks tend to be related. 
On the basis of these considerations the following hypothesis 
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was developed: 
Specific Hypothesis The relative value placed on security (risk 
aversion) by farm machinery dealers is related negatively to the econo­
mic success of the firms they manage. 
Value placed on economic goals In this thesis it is assumed 
that most human behavior is goal directed. Both individual actors and 
social systems are assumed to have a plurality of goals which influence 
their behavior. The goals which are the most highly valued differ from 
actor to actor and from system to system. Several goals of economic 
firms were indicated in the discussion of goals of social systems. It 
was suggested that in this thesis the primary goal of retail firms is 
assumed to be one of "...achieving some optimum level of income by 
providing goods and services for the customers of the firm." This does 
not imply, however, that this goal is shared equally by all managers of 
retail firms. It is expected that farm machinery dealers differ in the 
importance they place on this goal and these differences will be related 
to differences in the economic success of their business enterprises. 
If an actor selects alternatives in such a way as to attempt to optimize 
goal attainment and if economic goals have primacy it follows that deci­
sions will be made in such a way as to attempt to optimize economic 
success. 
Atkinson and Hoselitz (4) consider the relationship between motiva­
tion and success of entrepreneurs to be a basic relationship between 
personality systems and economic entrepreneurship. And Hobbs (39) found 
a significant positive relationship between economic productivity and 
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the relative value placed on economic ends by farm operators (r=.222). 
Thus, the following hypothesis was developed: 
Specific hypothesis The relative value placed on economic goals 
by farm machinery dealers is related positively to the economic success 
of the firms they manage. 
Value placed on non-economic goals In the section on the pat­
tern variables it was suggested that economic firms tend to be charac­
terized by affective neutrality, universalisa, achievement and specifi­
city (Gesellschaft). It was suggested that the extent to which a mana­
ger of a retail firm tends to value Gemeinschaft relations rather than 
Gesellschaft relations might limit the economic success of the firm. An 
example of this would be the affectivity-affective neutrality dichotomy. 
If a manager were highly concerned with maintaining affective relation­
ships (e.g. having many friends), he might be inclined in making deci­
sions to sacrifice economic returns in order to be popular with his 
customers and other employees. Other non-economic goals (besides having 
many friends) might also tend to compete in decision-making with econo­
mic goals. Thus, the following hypothesis was developed: 
Specific Hypothesis The relative value placed on non-economic 
goals by farm machinery dealers is related negatively to the economic 
success of the firms they manage. 
Value placed on approval of peers In the conceptual framework 
it was indicated that the need for approval is a human need. It was 
also suggested that awarding and withholding approval are important 
positive and negative sanctions. As a form of sanctions, the giving 
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or withholding of approval is a means of assuring conformity to system 
norms. The need for approval is not of equal salience for all indivi­
duals. Some actors value the approval of their peers more highly than 
do others. Persons who place a very high value on the approval of 
others may be expected to conform to the expectations of others more 
than do other individuals; they are less likely to deviate from es­
tablished ways of doing things. 
An extreme concern with conformity and approval could have adverse 
effects on the economic success of a firm. If a dealer were greatly 
concerned in making decisions with whether his action would be approved 
or not, he might be reluctant to select alternatives involving new or 
unusual ways of doing things, even if the new way was more effective 
economically. In such a case the high value placed on the approval of 
peers would result in lower economic returns than might have been at­
tained otherwise. The following hypothesis was derived from these con­
siderations : 
Specific Hypothesis 6_: The relative value placed on the approval 
of peers by farm machinery dealers is related negatively to economic suc­
cess of the firms they manage. 
Value placed on independence in decision-making A person who 
places a high value on independence in decision-making is one who likes 
to make his own decisions rather than to allow others to make them for 
him. He makes his decisions on the basis of the criteria that he con­
siders to be most relevant, rather than merely trying to please other 
persons. This is not to say that he will not seek information and 
101 
advice from others. It means, rather, that once the decision-maker has 
the information he feels he needs, he makes the decision on the basis 
of the criteria which he personally feels are most relevant. Since 
such a person can be expected to make decisions on the basis of their 
efficacy for satisfying system goals rather than on the basis of other 
considerations (approval, etc.), the more independent person may be 
more successful economically than other persons. In his study of farm 
operators Hobbs found this to be the case. Hobbs (39) found a signifi­
cant positive relationship between management return and independence 
(r = .371). 
The following hypothesis was derived from the above considerations: 
Specific Hypothesis 1_\ The relative value placed on independence 
in decision-making by farm machinery dealers is related positively to 
the economic success of the firms they manage. 
Value placed on keeping informed In the process of making de­
cisions actors tend to formulate alternative choices of action and to 
evaluate them in terms of the information they have that is relevant 
to the problem being considered. Five of the six approaches to decision­
making listed in Table 1 explicitly included a stage for observation, 
analysis of the situation or gathering information. While past ex­
perience is an important source of information, other information is 
also necessary if the decision-makers are to effectively evaluate al­
ternatives with which they have had no personal experience. In a 
business undergoing change it is important to be informed not only on 
new developments in products and services but also on the latest sales 
and management techniques. It is expected that the better informed 
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farm machinery dealers will be more successful in attaining economic 
goals than will those who place less emphasis on keeping up to date on 
recent developments. 
A study of fertilizer dealers by Seal and Bohlen (7) indicated the 
importance of knowledge. In their study: 
Highly significant relationships were found between the 
dealer's fertilizer knowledge and: Volume of fertilizer 
sold, fertilizer markups, and fertilizer gross profits 
0, p. 17). 
Hess and Miller also found knowledge to be positively related to 
economic returns in a study of dairy farmers (37). 
Studies of the adoption of farm practices indicate that farmers 
who adopt practices early tend both to place more emphasis on keeping 
informed and to have higher incomes than the average in the areas where 
they live (62; 95). 
On the basis of these considerations the following hypothesis was 
developed: 
Specific Hypothesis The relative value farm machinery dealers 
place on keeping informed is related positively to the economic success 
of the firms they manage. 
Value placed on influencing farmers' decisions The importance 
of information for farm machinery dealers was indicated above. Once a 
machinery dealer has information he can use it in-two main ways. First 
he can use the information himself in making his own decisions about 
what products to handle, what services to provide, what management and 
sales techniques to employ, etc. Second the dealer can use the in­
formation in discussing farm machinery matters with his farmer customers. 
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He can suggest alternative means to farmers for solving their machinery-
problems and can provide information needed by the farmers as they 
evaluate various decisions on machinery purchase and use. 
Studies of fertilizer and agricultural chemical dealers have 
indicated that providing information is related to business success 
(7; 123). Referring to fertilizer dealers, Seal and Bohlen stated: 
Dealers who do have adequate knowledge about fertilizer 
and who feel that they should be fertilizer consultants 
and that they should make recommendations to farmers 
about fertilizer use tend to have higher fertilizer sales, 
are able to maintain higher markups, and have greater 
fertilizer gross profits (7, p. 6). 
Iowa State University data indicate that farmers in Iowa want 
farm machinery dealers to give them advice on the use of machinery (18). 
These considerations indicate that willingness and ability to 
provide information may well be related to economic success of farm 
machinery dealerships and other retail firms. The following hypothesis 
was developed; 
Specific Hypothesis _9: The relative value fam machinery dealers 
place on influencing farmers' decisions is related positively to the 
economic success of the firms they manage. 
Cognitive elements (a weighted combination) Hypotheses were 
stated above suggesting relationships between each of nine cognitive 
elements and economic success of farm machinery dealers. Included 
among the nine cognitive elements were progressivism and the value 
placed on: mental activity, security, economic goals, non-economic 
goals, approval of peers, independence in decision making, keeping 
informed and influencing farmers' decisions. While these various 
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cognitive elements are not completely orthogonal (the value placed on 
approval of peers and the value placed on independence, for example, 
would appear to be inversely related), each does pertain to a somewhat 
different dimension than is measured by any of the others. If these 
nine cognitive elements are at least somewhat independently related to 
economic success of farm machinery dealerships then a weighted combina­
tion of the elements should explain more of the variance in economic 
success than would any one of them taken alone. Thus, the following 
hypothesis was developed: 
Specific Hypothesis 10; A weighted combination of certain cogni­
tive elements of farm machinery dealers is related to economic success 
of the firms they manage. 
Background characteristics 
In addition to the cognitive elements mentioned above, certain 
other personality system variables are also expected to influence 
economic success of retail firms. Among these are variables such as 
the age, education and various past experiences of the manager. Dif­
ferences in age among individuals tend to be associated with: dif­
ferences in past experiences and learning opportunities, differences 
in opportunities to accumulate assets, differences in stage of family 
cycle, differences in physical and (sometimes) mental abilities, and 
differences in values, beliefs and goals. Thus, it is difficult to 
say precisely how background characteristics such as age are related 
to action and outcomes of action (including economic success). Num­
erous studies have indicated, however, that such background 
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characteristics do tend to be related to variables such as economic 
success (37; 39; 62; 95; 110). Thus, the following general hypothesis 
was developed: 
General Hypothesis 2 :  Certain relevant background characteristics 
of managers of retail firms are related to the economic success of the 
firms they manage. 
Age It has been indicated that the relationship between age 
and economic success is an indirect one. Rationale can be developed 
for suggesting that age is positively related to economic success and 
also to suggest a negative relationship. It might be most realistic 
to suggest a curvalinear relationship, with managers in the middle age 
categories having the greatest economic success. These managers would, 
generally, have had more time than younger managers to become estab­
lished in their businesses and to establish a clientele. They would 
have received more formal education than older managers (age is nega­
tively related to years of education among farm machinery dealers) but 
would have the benefit of practical on the job experiences. These 
managers in the middle categories of age would have had an opportunity 
to accumulate capital but wouldn't be thinking yet of retirement. 
They wouldn't yet have reached the age when their physical and mental 
abilities were beginning to deteriorate seriously.^ And they would 
^According to Berelson and Steiner: ...mental ability grows 
rapidly from birth through puberty, somexAat more slowly from then 
until the early twenties at which point slow but steady decline sets 
in, with rather rapid deterioration beginning about age sixty-five. 
(8, p. 220). 
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probably not be oriented toward security in decision-making as much as 
older managers. 
This suggestion of a curvalinear relationship is supported by a 
study of farm operators by Taylor which indicated that farm operators 
between 40 and 50 years of age had higher gross incomes than did older 
and younger farmers (110). 
The above rationale, then, suggests that the relationship between 
age and economic success may be a curvalinear relationship rather than 
a straight linear one. If a straight line relationship were to be 
predicted, however, such factors as education, decline in physical 
abilities and orientation toward security might lead one to suggest a 
negative rather than a positive relationship. Data from studies of 
farm operators support this suggestion of a negative relationship. 
In a sample of farm operators Hobbs (39) found a negative correlation 
between age and management return (r => -.177). And according to a 
study by Hess and Miller: 
...age, like health, does not appear to be an important 
factor affecting farming operations on a large number of 
farms, but in a few cases, less than 10 percent, it ap­
parently was the most important single factor limiting 
operations (37, p. 27). 
Since only linear relationships are hypothesized in this thesis, 
the hypothesis stated below is one of negative linear relationship. 
It is expected that, while the relationship is probably somewhat 
curvalinear, there will be enough of a linear trend to yield a 
significant zero order correlation coefficient. 
Specific Hypothesis 11; The relative age of farm machinery 
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dealers is related negatively to the economic success of the firms they 
manage. 
Formal education The importance of knowledge and of keeping up 
to date on latest information relative to farm machinery have already 
been emphasized. In the section on decision-making it was pointed out 
that decision-making is a mental process which is most effective vAien 
it involves reflective thinking. Since two main functions of formal 
education are to impart knowledge and information and to teach students 
to think effectively, it follows that, in general, increased formal 
education should be accompanied by increased effectiveness in making 
decisions. And, given a goal of economic success, effectiveness in 
decision-making should be positively related to economic success. 
Significant positive relationships between years of formal educa­
tion and economic returns have been found in studies of farm operators 
(37; 110). In a study by Hobbs (39) the relationship was not signifi­
cant but it was in the hypothesized direction and it approached signifi­
cance. 
On the basis of the above considerations the following hypothesis 
was developed: 
Specific Hypothesis 12; The relative education of farm machinery 
dealers is related positively to the economic success of the firms 
they manage. 
Management experience In the discussion of age it was suggested 
that the older a person is the more past experiences he might have to 
draw upon in making decisions. This comment is possibly even more 
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applicable to number of years of management experience than to age 
since past experiences as a manager tend to be relevant to future manage­
ment decisions. 
It might appear that age and years of management experience would 
be highly related. Many of the comments on the indirect effect of age 
on action and outcomes would seem to apply also to years of management. 
While this is true, it is not necessarily the case that age and years 
of management experience measure essentially the same thing. Not all 
farm machinery dealers assumed management positions at the same age. 
It is assumed that years of management experience is a better in­
dicator than age of opportunities for learning (through experience) 
those things which should help a manager to be more effective in manage­
ment and decision-making. Thus, while it was hypothesized that age is 
negatively related to economic success, number of years of management 
experience is hypothesized to be positively related to economic suc­
cess. 
Specific Hypothesis 13: The relative management experience of 
farm machinery dealers is related positively to the economic success 
of the firms they manage. 
Cognitive elements and background characteristics (a weighted combina­
tion) 
To the extent that the background characteristics discussed above 
(age, education, years of management experience) are related to eco­
nomic success, independently of the relationships involving cognitive 
elements, they should predict additional variation in economic success. 
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Thus, the following hypothesis of multiple relationship was developed; 
Specific Hypothesis 14; A weighted combination of certain cogni­
tive elements and background characteristics of farm machinery dealers 
is related to economic success of the firms they manage. 
The Social System 
The first theoretical proposition and the hypotheses presented 
above pertained to relationships between the personality system of the 
manager and economic success of retail firms. The second general pro­
position and the hypotheses presented below pertain to relationships 
between the social system and economic success of retail firms. 
Theoretical Proposition 2, like Theoretical Proposition 1, was derived 
directly from Equation 3, page 15. According to Equation 3 outcomes 
of action (economic success) are partially a function of the social 
system (and of the personality of the actor, other personality systems, 
the culture and physical objects). Theoretical Proposition 2 follows 
from Equation 3; 
Theoretical Proposition 2^: Certain relevant characteristics of 
retail firms as social systems are related to the economic success of 
the firms. 
This proposition is similar to Theoretical Proposition 1 in actual­
ly providing little information. It is too general to give any indica­
tion of what characteristics of retail firms as social systems are 
involved in the relationship or of the nature of the relationships. 
The section of the conceptual framework in which the social system is 
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discussed, however, does indicate some social system elements and 
processes which have implications for economic success of retail firms. 
Among these are the beliefs, values, goals and norms extant in the 
system. Also important are the various positions and roles in the 
system, the various ranking or hierarchy structures, the use of sanc­
tions, and the facilities of the system. Important social processes 
include communication, socialization, social control, institutionaliza­
tion and allocation. 
The characteristics of retail firms as social systems which are 
emphasized in this thesis are facilities and resources. 
Facilities and resources 
Facilities and resources refer to the means which the members of 
a social system have available for use in goal attainment. Included 
among facilities and resources are physical objects, power, access, 
and money. It has already been suggested that human individuals are 
not considered to be facilities. When they are considered in terms 
of their instrumental significance, however, they can be referred to 
as resources. Facilities and resources together, then, refer to any­
thing which has instrumental significance in a social system. 
Retail firms differ in the facilities and resources which they 
have at their disposal. The alternative choices of action which are 
open to managers of retail firms are to some extent limited by the 
facilities and resources available to be used in pursuing various 
courses of action. And the effectiveness of various position in­
cumbents in performing their roles is also influenced by the facilities 
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which are available for their use. It is, therefore, expected that 
the facilities and resources in a social system will be related to 
goal attainment of that system. Thus General Hypothesis 3 was de­
veloped; 
General Hypothesis Certain relevant facilities and resources 
of retail firms are related to the economic success of the firms. 
Number of employees Employees of retail firms are members of 
the firm as a social system and are individual actors. For analytic 
purposes, however, they may be considered from a strictly instrumental 
perspective. From such a perspective employees are resources which 
function as means to the attainment of system goals. 
Retail firms vary both in the number of persons that they employ 
and in the quality of their employees. Some employ very few persons 
vAiile others employ many. In some firms employees each perform a 
variety of tasks while in others each employee is trained for and 
responsible for a limited range of specialized duties. In general, 
as firms become larger they tend to be characterized by increased 
division of labor and also by increased structural complexity (12). 
The increased differentiation of functions and specialization, which 
often accompanies increased size, may have two functional outcomes. 
First, the specialization may increase the quality of the service 
which the firm is able to make available to its customers. Second, 
if accompanied by necessary administrative changes, the increased 
differentialization may tend to reduce costs per unit of output. 
According to Blau, et al.: 
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Small undifferentiated agencies are most likely to operate 
at high costs. Either an increase in differentiation or 
an increase in size tends to reduce operating costs (12, 
p. 188), 
Larger firms thus have the potential, relative to smaller firms, 
of providing more specialized services for their customers and, also, 
of reducing costs per unit of output (depending upon the effectiveness 
of management). This suggests a possible positive relationship between 
number of employees and economic success of the firm. The following 
hypothesis was, therefore, developed: 
Specific Hypothesis 15 : The relative number of employees in farm 
machinery dealerships is related positively to the economic success of 
the firms. 
Financial resources In previous discussions of facilities and 
resources it has been indicated that the choices available to decision­
makers depend to some extent on the resources which the decision-maker 
has at his disposal. It was also indicated that the role performance 
of various position incumbents may be affected by the facilities which 
are available to them. This contention is supported by Hess and 
Miller's study of farm operators (37). They found that the measures 
used by dairy farmers to improve the performance of their dairy opera­
tions were limited by the amount of capital available. Thirty-eight 
per cent of the operators listed lack of capital as "...the major 
reason for not being able to take desired measures to improve their 
herd performance and to reduce dairy labor requirements" (37). 
Research in the adoption of farm practices also indicates that 
early adopters tend to have more favorable financial positions than 
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later adopters (95). If lack of financial resources does restrict the 
feasible alternatives for managers of retail firms then it can also be 
expected to have a depressing effect on income. In his study of farm 
operators Hobbs (39) found a significant positive relationship between 
management return and total capital managed (r = .272). 
On the basis of these considerations the following hypothesis was 
developed : 
Specific Hypothesis 16 : The relative financial resources of farm 
machinery dealerships are related positively to the economic success 
of the firms. 
Line of products The various lines of farm machinery differ 
in more ways than just the physical attributes of the machines and 
equipment. The manufacturing companies also differ in various poli­
cies, in emphasis on engineering, in emphasis on advertising and in 
the image farmers have of them. These and other differences among the 
lines of machinery can be expected to have implications for the retail 
firms which sell them. The various machinery lines also differ in the 
relative number of machines sold and in the number of dealerships which 
sell their products. While the most popular lines (in terms of number 
of machines sold) also tend to have the highest number of dealers, it 
may well be that dealers selling these more popular brands have greater 
economic success than other dealers. Thus, the following hypothesis 
was developed: 
Specific Hypothesis 17 ; The line of products sold by farm 
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machinery dealerships is related positively^ to the economic success 
of the firms. 
Facilities and resources (a weighted combination) To the extent 
that Specific Hypotheses 15 through 17 are independent of each other, 
a weighted combination of facilities and resources should explain more 
variation in economic success than any one of them taken alone. The 
following hypothesis of multiple relationship was, therefore, de­
veloped: 
Specific Hypothesis 18 : A weighted combination of certain facili­
ties and resources of farm machinery dealerships is related to the 
economic success of the firms. 
Activities of Managers 
The first two theoretical propositions were derived from Equation 3. 
The third theoretical proposition derives from Figure 1, page 14. Ac­
cording to Figure 1 actors act in situations. The way an actor acts 
is influenced by his personality and by the situation. The outcome of 
his action results both from his action and from the situation in which 
he acts. Since economic success of retail firms can be conceptualized 
as an outcome of action and since the manager is assumed to be the most 
important single actor in a retail firm, the following proposition 
follows from Figure 1. 
In this case a positive relationship means that dealers selling 
the most popular lines, in terms number tractors owned by farmers, will 
be more successful than dealers selling less popular brands. 
115 
Theoretical Proposition _3: Certain relevant activities of managers of 
retail firms are related to the economic success of the firms they manage. 
Management activities 
The importance of management activities, especially decision­
making, has been emphasized repeatedly in this thesis. In the discus­
sion of decision-making it was suggested that it is through their in­
fluence on decision-making that personality system elements and proces­
ses have their greatest effect. 
Five main areas of management were delineated in the discussion 
of management functions. These include planning, organizing, direct­
ing, coordinating and controlling. It was suggested that each of these 
areas of management has implications for economic success of retail 
firms. The following hypothesis was, therefore, developed: 
General Hypothesis 4: Management activities of managers of retail 
firms are related to the economic success of the firms they manage. 
Time spent in management and supervision Managers of retail 
firms may be expected to differ from each other in their emphasis on 
management and in their actual management activities. They differ not 
only in the quality of their management activities but, also, in the 
amount of time that they devote to management. Some prefer to spend a 
high proportion of their time in management activities while others 
prefer to devote their time to other activities such as sales and 
machinery repair. It is likely that managers of larger business opera­
tions spend more time in management than do managers of smaller firms. 
Since management is considered to be a crucial activity in retail firms. 
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it is probable that the amount of time devoted to management is related 
to economic success. Thus, the following hypothesis was developed: 
Specific Hypothesis 19; The relative amount of time spent in 
management and supervision by farm machinery dealers is related 
positively to the economic success of the firms they manage. 
Sales activities 
In the discussion of system goals it was stated that the main goal 
of retail firms is assumed to be one of achieving some optimum level 
of income by providing goods and services for the customers of the 
firm. Among the activities most directly related to the sale of pro­
ducts are the various sales activities. If sales policies and activi­
ties are developed and undertaken in such a way as to facilitate the 
goal of selling a high volume of goods at a reasonable profit it is 
likely that the firm will be more successful economically than if 
sales activities receive less emphasis. Thus, the following hypothe­
sis was developed: 
General Hypothesis Sales activities of managers of retail 
firms are related to the economic success of the firms. 
Time spent in sales activities Farm machinery dealerships are 
relatively small in size (in terms of number of employees) and the 
division of labor in such firms is not usually highly complex. Often 
the various persons in the firm each have multiple roles. Farm 
machinery dealers typically have at least some involvement in most 
of the activities of the dealership. A hypothesis of relationship 
between time devoted to management and supervision and economic success 
117 
was developed above. It is not expected however that any dealer will 
devote all of his time to management and supervision. Some time will 
probably also be devoted to various other activities including repair 
work and sales. Since selling goods at a profit is important to attain­
ment of the economic goals of retail firms, sales activities are 
crucial to the success of retail firms. Unless sales transactions 
are actually consummated, various other activities will bear little 
fruit in terms of economic returns. Thus, time devoted by managers 
to sales may also be important to economic success of retail firms 
(in addition to time devoted to management and supervision). 
Specific Hypothesis 20: The relative amount of time spent in 
sales activities by farm machinery dealers is related positively 
to the economic success of the firms they manage. 
Information seeking activities 
In the development of Specific Hypothesis 8 the importance of 
information was emphasized. It was indicated that information is 
essential for effective decision-making. Specific Hypothesis 8 sug­
gested a positive relationship between the value placed on keeping 
informed by farm machinery dealers and economic success. Thus, the 
following hypothesis was developed: 
General Hypothesis Information seeking activities of managers 
of retail firms are related to the economic success of the firms they 
manage, 
Number of information sources used Decision-makers have avail­
able to them a wide variety of sources of information for use in making 
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decisions. From the wide variety of available information sources 
they can select those which they feel are relevant to the types of 
decisions they must make. Various information sources are also help­
ful in providing information which may be used by farm machinery 
dealers in making information and advice available to their customers. 
While various information sources differ in the quality of information 
which they provide, there is probably a positive relationship be­
tween the number of information sources which a dealer uses and the 
amount and quality of information to which he is exposed. If this is 
the case then dealers who use relatively more information sources 
than others have greater access to information on which to base their 
decisions. This may result in greater economic success for the dealers 
%ho use relatively more information sources. 
Hobbs (39) found a significant positive relationship for farm 
operators between number of information sources used and management 
return (r = .179). Research in adoption of farm practices also in­
dicates that use of information sources and economic returns tend to 
be related (62; 95). 
Based on the above considerations the following hypothesis was 
developed; 
Specific Hypothesis 21: The relative number of information sources 
used by farm machinery dealers is related positively to the economic 
success of the firms they manage. 
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Activities of managers (a weighted combination") 
Hypotheses were developed above suggesting relationships between 
economic success of retail firms and management activities, sales 
activities and information seeking activities of the managers of the 
firms (farm machinery dealers). If these three types of activities 
are to some extent orthogonal, then taken together they should explain 
more variance in economic success than any one of them considered 
alone. Thus, the following hypothesis was developed: 
Specific Hypothesis 22: A weighted combination of certain activi­
ties of farm machinery dealers is related to the economic success of 
the firms they manage. 
Personality System, Social System and Activities 
of Managers (A Weighted Combination) 
Hypotheses were developed above suggesting relationships between 
economic success of retail firms and personality system variables, 
social system variables and certain activities of managers. Each 
of these categories of variables is expected to explain part of the 
variance in economic success of retail firms. To the extent that 
these categories of variables are independent of each other, a 
weighted combination of them should explain more of the variance in 
economic success than any one of them alone. Therefore, the following 
hypothesis of multiple relationship was developed: 
Specific Hypothesis 23: A weighted combination of certain per­
sonality variables, social system variables and activity variables is 
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related to economic success of farm machinery dealerships. 
This concludes the presentation of the hypotheses of this thesis. 
The next chapter contains information on the methods and procedures 
used to test the hypotheses. 
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METHODS AND PROCEDURES (OPERATlONALIZING THE 
CONCEPTS AND TESTING THE HYPOTHESES) 
Introduction 
In the first chapter of this thesis the (two) problematic orienta­
tions and the objectives of this thesis were stated. The conceptual 
framework was developed in the second chapter. Three theoretical 
propositions, six general hypotheses and 23 specific hypotheses were 
developed in the third chapter. The development of these propositions 
and hypotheses involved application of the conceptual framework to the 
problem of differential economic success in retail firms. 
The concern of the present chapter is with the data, procedures 
and methodology used in testing the hypotheses. The first section 
of this chapter contains a brief discussion of the field study from 
which the data used in this thesis were drawn. The general nature 
of the field study is indicated and the sampling and data gathering 
procedures are mentioned. This section is followed by the develop­
ment of the empirical measures used to operationalize the main con­
cepts in the specific hypotheses. Then the types of statistical 
analysis used in testing the hypotheses are briefly discussed. 
The Field Study 
This study is ex post facto to the extent that the data used to 
test the specific hypotheses were gathered before the conceptual 
framework and the hypotheses were explicitly stated. The data, 
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however, had not been analyzed in such a way as to test the hypotheses 
before the hypotheses were explicitly formulated. The main limitation 
of such an approach is that the hypotheses which were tested and the 
way that they were tested were limited by the field study from which 
the data were drawn. In the case of this thesis, the data were pro­
vided by a study of farm machinery dealers in Iowa. 
The data were gathered as a part of Iowa Agricultural Experiment 
Station Project 1518. This project is concerned with sociological, 
psychological and economic factors related to the farm machinery busi­
ness in Iowa. The project is under the supervision of Dr. Joe M. Boh-
len. Professor of Sociology, and Dr. George M. Seal, Professor of 
Sociology, at Iowa State University. The project has two main phases: 
a farmer phase and a dealer phase. The farmer phase is concerned with 
"Personal, social and economic characteristics of farmers in their 
purchase and use of farm machinery." A main concern of the dealer 
phase is with "...the personal, social and economic characteristics 
of farm machinery dealers and the relation of these characteristics 
to the amounts, kinds and brands of machinery sold." 
Farmers in a stratified random sample of farm operators in Iowa 
were interviewed for the farmer phase of Project 1518. Dealers in a 
stratified random sample of farm machinery dealers in Iowa were inter­
viewed for the dealer phase. The data in this thesis were gathered 
from the sample of dealers. 
Before drawing the sample of farm machinery dealers, lists of farm 
machinery dealers in Iowa were obtained from the Iowa Retail Farm 
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Equipment Dealers' Association and the Midwest Farm Equipment Dealers' 
Association. These lists were checked for completeness in five counties 
and were judged to be adequate. A sample stratified by economic areas 
was then drawn in cooperation with the Iowa State University Statistical 
Laboratory. Only those dealers in the sample who had sold new trac­
tors for at least one year and wlio made the major management decisions 
for their respective firms were considered qualified to be interviewed. 
The interviewing was largely completed in the spring of 1963 by 
trained field interviewers. A total of 101 dealers were personally 
interviewed. 
There were some problems in obtaining some of the information that 
was wanted. Data on the financial aspects of the businesses were 
especially difficult to obtain. After schedules with data missing or 
data of questionable accuracy were eliminated, a total of 79 usable 
schedules remained. Data from these 79 schedules are used in testing 
the hypotheses of this thesis.^ 
Some selected characteristics of the 79 farm machinery dealers 
and dealerships included in the final sample are indicated in Table 2. 
Operational Measures 
Twenty-three specific hypotheses were presented in the previous 
section. Before these hypotheses could be tested it was necessary to 
The twenty-two schedules which were eliminated did not differ 
significantly from the remaining 79 schedules as far as basic charac­
teristics of dealers (age, education, etc.) were concerned. 
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Table 2. Selected characteristics of the dealers and dealerships in 
the sample^ 
Interquartile 
Characteristic Range Range Mean 
Total volume of sales 
and service in dollars 14,800-1,138,000° 118,500-308,200 256,200 
Total income from repair 
work and service not 
including parts 400- 105,700 6,600- 15,000 14,000 
Net worth of the business^ 3,000- 372,000 26,800- 86,200 72,200 
Number of new tractors 
sold 0-57 6 - 19.25 14.5 
Number of full time em­
ployees including the 
dealer 1-24 3-7 5.9 
Age in years of the dealer 22 - 69 39.75 - 53 46.8 
Number of years as manager 
of the business 1-40 6-18.25 14.2 
Number of grades of school 
completed 3-16 9.75 - 12.25 11.4 
^The data are for fiscal years ending between August 1, 1962 and 
April 1, 1963. 
^All dollar figures in the table are rounded to the nearest 100 
dollars. 
^The median value of 49,100 was used for seven cases of missing 
data. 
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develop operational measures of the concepts which were hypothesized 
to be related. These operational measures are presented in this sec­
tion. 
Measures of economic success 
Each of the hypotheses involves the concept economic success. Two 
measures of economic success were developed. 
In the discussion of social system goals it was stated that the 
main goal of retail firms is assumed to be one of achieving some op­
timum level of income by providing goods and services for the cus­
tomers of the firm. This suggests two possible points of emphasis 
in the measurement of economic success. The first approach follows 
from an emphasis on the first part of the primary goal as stated 
above "...achieving some optimum level of income..." If this income 
aspect is emphasized then success can be measured by a measure of in­
come; the higher income the firm has, the more successful it is as­
sumed to be economically. This approach, however, still leaves the 
following questions unanswered. What measure of income is most ap­
propriate for measuring economic success? Is net income more indica­
tive of economic success than gross income, or vice versa? 
Net income is available to the owners of the enterprise to use or 
invest as they see fit after expenses have been deducted. Varying 
levels of expenses, however, may correspond to any given level of 
gross income. Therefore, net income measures more directly, than 
does gross income, the returns to the owners of the business. Net 
income is considered to be a measure of economic success of retail 
1, 
126 
firms. The following question was asked to ascertain the net income 
of the respondents : 
What was your net income before taxes from this business 
for your last completed fiscal year? 
Not all of the dealers' responses to this question were assumed to 
be adequate measures of net income. It was necessary to make adjust­
ments to some of the figures. It was necessary to adjust for differ­
ences in salaries paid by the managers to themselves and to their 
families. And some dealers refused to give their exact net income, 
indicating only a range. Because of these difficulties it was not 
considered feasible to attempt to assign a given net income figure 
to each dealership. Instead, each farm machinery dealership was placed 
into one of three categories of net income. The categories and the 
number of dealerships in each are indicated in Table 3. 
Table 3. Net income of the farm machinery dealerships 
Dealerships 
Net income in dollars Number Percent 
Less than 5000 24 30.4 
5000 - 12,000 28 35.4 
Over 12,000 27 34.2 
Total 79 100.0 
A second possible point of emphasis in measuring economic success 
is to also emphasize the last part of the statement of the primary goal 
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of retail firms -- to emphasize the function of providing goods and 
services. If this is emphasized then the successful firm is one which 
provides a large volume of quality goods and services. In the discus­
sion of goals of economic firms it was indicated that the following 
are among the goals that have been suggested as the main goals of 
economic firms: maintaining a given share of the market, maintaining 
a given rate of growth, and maintaining or enhancing status or power. 
A firm with a large dollar volume of sales and service not only satis­
fies the goal of achieving high gross income by providing goods and 
services; it also satisfies certain sub-goals, such as those relating 
to share of the market and growth. In addition to net income, then, 
economic success was also measured for this thesis by total volume of 
sales and service in dollars. The figure for total dollar volume of 
sales and service for each respondent was arrived at by summing the 
figures given in response to the following questions: 
What was your total volume of gross sales in dollars for 
your most recently completed fiscal year? (sale of products, 
not including customer service income) 
What was your total gross income from repair work and 
services, not including parts? 
The total volume of sales and service ranged from 14,800 dollars 
to 1,138,000 dollars for the dealerships in the sample. The inter­
quartile range was from 118,500 dollars to 308,200 dollars. The mean 
was 256,200 dollars. Only seven of the dealerships had a total dollar 
volume of sales and service which exceeded 500,000 dollars. 
The actual dollar figures rounded to the nearest one thousand 
dollars were used to measure total volume of sales and service in this 
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thesis, except for the seven dealerships which had incomes over 500,000 
dollars. These seven were all coded as 500,000 to reduce the effect 
Net income and total volume of sales and service as measured above 
are assumed to measure economic success of farm machinery dealerships. 
To test the specific hypotheses it was also necessary to develop opera­
tional measures of the personality variables, social system variables 
and activity variables. These operational measures are presented in 
the following pages. The measures of the personality variables are 
presented first. 
Measures of personality system variables 
The personality system variables which are emphasized in this 
thesis include certain cognitive elements (goals, values, and beliefs) 
^The following table indicates the correlation among various ways 
of coding total dollar volume of sales and service. Code 1 is total 
dollar volume of sales and services with all responses over 500,000 
dollars grouped and coded as 500,000 dollars. Code 2 is total dollar 
volume of sales and services with all of the actual values (rounded to 
the nearest 1000 dollars) coded. Code ^  is a logarithmic transforma­
tion of Code 2. Code 4 is a rank code with each of the dealerships 
coded from 1 to 79 depending upon its rank in total dollar volume of 
sales and service. Code 1 had the highest average correlation with the 
other codes and Code 2 had the lowest average correlation with the 
other codes. 
of these extreme values on the correlation coefficients.^ 
Code 3 
Code 1 
Code 2 
Code 1 Code 2 
.9016 
Code 3 
.9407 
.8602 
Code 4 
.9683 
.8303 
.9520 
Code 4 
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and certain background characteristics of farm machinery dealers. While 
background characteristics such as age and education can be measured 
fairly easily, the measurement of cognitive elements is more complex. 
Inferences about cognitive elements of an actor must be made from some 
form of activity or verbalization by that actor. For this thesis dealers' 
responses to certain items on the interview schedule were assumed to 
measure cognitive elements of farm machinery dealers. Scales were used 
in measuring some cognitive elements. The dealers' responses to indi­
vidual statements were assumed to measure other cognitive elements. The 
respondents' scores for the various cognitive elements were not assumed 
to be useful as absolute scores. They were, however, assumed to be use­
ful in ranking the various respondents relative to each other on the 
particular item involved. 
Value placed on mental activity A Likert type scale (28) was 
developed to measure the relative value placed on mental activity by 
farm machinery dealers. The individual items used in the scale were 
adapted from a previous study by Hobbs (40). The respondents were 
asked to respond for each of four statements^ whether they strongly 
agreed, agreed, were undecided, disagreed or strongly disagreed. The 
four statements included the following: 
1. Spending the day working in the repair shop gives me 
a greater sense of satisfaction than spending the day 
working on the books. 
^There were originally five items. One was eliminated because of 
low correlations with the other four. 
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2. If I were to take a different job from a farm 
machinery dealership I would rather be a skilled 
craftsman than a white-collar worker. 
3. Physical work is actually more satisfying and re­
warding than mental activity. 
4. Although keeping records and making plans for my 
business operation are important, the real dif­
ference between a successful and an unsuccessful 
machinery dealer is how hard they work. 
Each farm machinery dealer received a score from 1 through 5 for 
each of the above items depending on how strongly he agreed or disagreed 
with the statements. The scores for the individual items were summed 
for each dealer, giving them a possible range of scores from 4 through 
20. The individual items were scored in a way that a score of 20 indi­
cated the highest value placed on mental activity (i.e., disagreeing 
with these statements resulted in a highest score). 
The intercorrelations among the four items and their reliability 
were checked for the sample of farm machinery dealers. The inter-item 
correlations and item-total correlations are indicated in Table 4. 
The inter-item correlations ranged from .1944 to .5112 and the 
item-total correlations ranged from .6467 to .8103. The reliability 
was .6794. Even though the correlations and the reliability were not 
as high as might be desired, it was decided to use the set of four 
items as a scale in this thesis (rather than using fewer than four of 
the items). It was felt that the four items taken together provided 
a better measure of the value placed on mental activity than would 
have been provided by a measure involving fewer of the items. 
131 
Table 4. Value placed on mental activity -- item intercorrelation and 
item-total correlations^'^ 
12 3 4 Total^'d 
1 .5112 .4895 .3133 .8103 
2 .2300 .1944 .6778 
3 .3391 .7209 
4 .6467 
^The .01 significance level for 79 cases is r = .2617 and the .05 
level is r = ,1866. 
/
^The reliability of this four item scale is .6794. Reliability = 
l+(n-l)r, n = 4 and r = .3463 (93). 
^The item total correlation is r — ^ r . .,y with the 
I's in the diagonals included. 
^Since each item makes a contribution to the total it is possible 
for it to have a correlation with the total and not be correlated to 
the other items. The expected correlation due to the items contribu­
tion to the total is 1/1/ n where n = the number of items in the 
scale. For n = 4, 1/ = .5000. 
Progressivism The relative progressivism of the dealers was 
also measured by a Likert type scale. This scale was also composed of 
four items.^ 
1. Most dealers spend too much time and effect in 
keeping themselves up-to-date on new merchandising 
practices. 
2. Many of the new merchandising ideas that come out 
these days are not practical for the average dealer. 
^There were originally six items. Two were eliminated due to low 
correlations with the other items. 
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3. So many new products are coming out these days that 
it is impossible for the dealer to keep himself in­
formed with respect to the lines he handles. 
4. The continuous changes taking place in business 
practices make it difficult for me. 
Each farm machinery dealer received a score from 1 through 5 for 
each of the items depending on how strongly he agreed or disagreed with 
them. The scores for the four items were summed for each dealer. The 
individual items were scored in such a way that a score of 20 was as­
sumed to indicate the most progressive dealer (i.e., disagreeing with 
these statements resulted a high score). The actual scores ranged 
from 5 through 19. 
The intercorrelations among the items, the item-total correlations 
and the reliability of the scale are indicated in Table 5. The item 
intercorrelations ranged from ,2363 to .6020 and the item-total cor­
relations ranged from .6162 to .7960. The reliability of the scale 
was .6647. The four items were used as a scale to measure progres­
sivism. It was felt that they provided a better measure of progres­
sivism than would have been provided by fewer items. 
Table 5. Progressivism — item intercorrelations and item-total cor­
relations^'^ 
1 2 3 4 Total 
1 .2437 .4096 .2363 .6691 
2 .2366 .2601 .6162 
3 .6020 .7960 
4 . 7430 
^he ,01 significance level for 79 cases is r » .2617 and the .05 
level is r = .1866. 
^The reliability of this four item scale is .6647. 
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Value placed on security (risk aversion) The value placed on 
security refers to the relative lack of willingness of farm machinery 
dealers to take risks. A three item scale was assumed to measure the 
relative value placed on security. The items included the following: 
1. It is better to make a smaller profit each year than 
to attempt something where there is a chance of losing. 
2. A machinery dealer should try to reduce the risks or 
uncertainty in operating his business by handling a 
number of product lines even though it may mean the 
loss of some future income. 
3. Young people today are too willing to take chances be­
cause they have forgotten how tough times can be. 
Each dealer received a score from 1 to 5 for each of these items. 
The scores were then summed for each item. The scores were assigned 
in such a way that a score of 15 was assumed to indicate a dealer who 
placed the highest value on security while a score of 3 indicated a 
low value placed on security (i.e., agreeing with these statements 
resulted in a high score). The scores actually ranged from 3 through 
15. 
The intercorrelations among the items, the item-total correlations 
and the reliability of the scale are indicated in Table 6. The inter-
item correlations ranged from .2365 to .3536 and the item-total cor­
relations ranged from .7074 to .7608. The reliability was .5645. Even 
though the reliability was not as high as was desired, it was assumed 
that the three item scale was a better measure of the value placed on 
security than would have been provided by fewer items. 
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Table 6. The value placed on security -- item intercorrelations and 
item-total correlations^'^ 
12 3 Total^ 
1 .3151 .2365 .7074 
2 .3536 .7608 
3 .7250 
^The .01 significance level for 79 cases is r = .2617 and the 
.05 level is r = .1866. 
^The reliability of this three item scale is .5645. 
^lyT" = .5773. 
Value placed on economic goals The relative value placed on 
economic goals by farm machinery dealers was measured by the degree 
of their agreement with the following statement: 
Material success is a very important goal in life. 
The range of possible scores was from 1 ,  for dealers %ho strongly 
disagreed, through 5, for dealers who strongly agreed. The actual 
scores ranged from 1 through 5. 
Value placed on non-economic goals In addition to the value 
placed on economic goals, the value placed on other non-economic goals 
was also measured. The degree of the dealers' agreement with the 
following statement was assumed to measure the relative value placed 
on non-economic goals : 
Having a lot of friends is a more important goal in 
life than being a success financially. 
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The actual scores for agreement with the above statement ranged 
from 1, for strongly disagree, through 5, for strongly agree. The cor­
relation between the relative value placed on economic goals and the 
relative value placed on non-economic goals was -.213. (The correla­
tion coefficients for all of the intercorrelations between all of the 
empirical measures used in this thesis are indicated in Table 16 in 
the Appendix.) 
Value placed on approval of peers The value placed on approval 
of peers refers to a concern for conforming to the expectations of 
others in order to win their approval. The dealers' agreement with 
the following statement was assumed to measure the relative value 
placed on approval of peers: 
If I were really truthful with myself it is very important 
to me that other businessmen in the community approve of 
the way I run my business. 
The actual scores for agreement with the above statement ranged 
from 1, for strongly disagree, through 5, for strongly agree. 
Value placed on independence in decision-making The degree of 
agreement by farm machinery dealers with the following statement was 
assumed to measure the relative value placed on independence in 
decision-making: 
One of the greatest lessons a young man can learn is 
to make his own decisions. 
All of the farm machinery dealers responded that they either 
agreed or strongly agreed with the above statement. 
Value placed on keeping informed Three different measures 
were used to measure the relative value placed on keeping informed. 
136 
The first measure pertained to the importance assigned to keeping in­
formed on product information. The following question was asked: 
1. How important do you think it is for a dealer to 
keep up with the latest product information? 
absolute necessity, very important, important, not 
very important. 
The dealers' responses were scored from 1 through 4. Not very 
important was scored 1, and absolute necessity was scored 4. The 
actual scores ranged from 2 through 4. 
The importance of keeping informed on management practices was 
also measured. The following question was asked: 
How important do you think it is for a dealer to keep 
up with the latest management practices? -- absolute 
necessity, very important, important, not very important. 
The dealers' responses were scored from 1 through 4. Not very 
important was scored 1 and absolute necessity was scored 4. The ac­
tual scores ranged from 1 through 4. 
The third measure of the relative value placed on keeping in­
formed pertained to the willingness of dealers to obtain information 
on business management, sales techniques and product information by 
attending a training session. The following question was asked: 
If you had an opportunity to attend a week long training 
program devoted to training in basic business management 
practices and sales techniques as well as product informa­
tion on farm machinery, would you: most certainly attend, 
certainly attend, probably attend, probably not attend, 
certainly not attend. 
The dealers' responses were scored from 1, for certainly not at­
tend, through 5, for most certainly attend. The actual scores ranged 
from 1 through 5. 
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Table 7. Intercorrelations among the three measures of value placed 
on keeping informed^ 
First measure^ Second measure^ Third measure' 
First measure .3976 .2773 
Second measure .4260 
Third measure 
^The .01 significance level for 79 cases is r = .2617 and the .05 
level is r = .1866. 
^How important do you think it is for a dealer to keep up with the 
latest product information? 
^How important do you think it is for a dealer to keep up with the 
latest management practices? 
^If you had an opportunity to attend a week long training program 
devoted to training in basic business management practices and sales 
techniques as well as product information on farm machinery, would you: 
most certainly attend, certainly attend, probably attend, probably not 
attend, certainly not attend. 
The intercorrelations among the three measures of the value placed 
on keeping informed are indicated in Table 7. The highest intercorrela-
tion was between the two measures which involved the importance placed 
on keeping informed on management practices. 
Value placed on influencing farmers' decisions The value placed 
on influencing farmers' decisions refers to whether or not the dealers 
thought they should try to influence farmers' decisions on machinery 
purchase and use. The following question was used to measure this: 
Do you think you should try to influence the farmers' 
decisions about which size of tractor to purchase? — 
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most certainly should, certainly should, probably 
should, probably should not, should not. 
The dealers' responses were scored from 1, for should not, to 5, 
for most certainly should. The actual scores ranged from 1 through 5. 
Age The following question was used to measure age: 
What is your age? 
The ages of the dealers in the sample ranged from 22 through 69 
years. The interquartile range was from 39.75 through 53 years. The 
mean age of the dealers was 46.8 years. 
Formal education In the development of Specific Hypothesis 12 
it was indicated that two main functions of formal education are to 
impart knowledge and to teach students to think effectively. Not all 
p ersons acquire the same information and skills in any given number 
of years of formal schooling. On the average, however, it is assumed 
that what a person learns in school is closely related to the number 
of years he attends school. The following question was used to measure 
formal education: 
What is the last grade of school you completed? 
The range in number of grades completed was from 3 through 16. 
Sixteen of the seventy-nine dealers had completed eight or less grades 
of school, 44 had completed some high school but no college (34 of the 
44 graduated from high school), and 19 had completed one or more years 
of college (three of the dealers were college graduates). The average 
number of grades completed was 11,4. Number of grades completed was 
related negatively with age for the dealers in the sample (r = -.322). 
Management experience Just as not all persons acquire the same 
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information and skills in any given number of years of formal educa­
tion, neither can they be expected to learn the same things and have 
the same experiences in a given time period of management activities. 
The experience and the situations encountered are different for each 
of them. In general, however, the longer a person has been the manager 
of a farm machinery business the more experiences he will have had 
which should provide insights into future situations. The following 
question was used to measure management experience: 
How many years have you been the manager of a farm 
machinery business? 
The actual number of years of management experience for the dealers 
in the sample ranged from 1 through 40. The interquartile range was 6 
through 18.25 years. The mean number of years was 14.2. Numl of 
years of management experience was related positively to age (r = .653) 
and negatively to number of grades of school completed (r = -.124). 
This completes the listing of the measures of the personality 
system variables. The measures of the social system variables are 
presented below. 
Measures of social system variables (facilities and resources) 
The social system variables which are emphasized in this thesis 
are facilities and resources. Three specific aspects of facilities 
and resources were hypothesized to be related to economic success of 
farm machinery dealerships. These were number of employees, financial 
resources, and line of products. 
Number of employees The following question was used to measure 
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the number of employees in the farm machinery dealerships: 
Including yourself, how many people work in this 
business full-time? 
The number of employees in the dealerships in the sample ranged 
from 1 through 24. Forty-nine of the 79 dealerships had less than six 
employees. Only five of the dealerships had more than 12 employees. 
The mean number of employees was 5.9. In order to reduce the effect 
of the extreme values on the correlation coefficients, the five dealer­
ships with 13 through 24 employees were each coded as having 13 em­
ployees for the correlation analysis. 
Financial resources Financial resources refer to the capital 
which the farm machinery dealer has available to use as a means to the 
attainment of system goals. Various indicies could be used to measure 
/ 
this. Among these are total capital managed during the year, the total 
assets of the business and the net worth of the business. Net worth 
of the business was selected to measure financial resources in this 
thesis. The net worth represents not only the investment of the owners 
in the business but, also, to some extent, the collateral which they 
have available for use in borrowing additional funds. 
The following two questions were used in measuring net worth: 
What were the total assets of your business at the 
time that the last balance sheet was drawn up? 
What were the total liabilities of your business 
at the time this balance sheet was drawn up? 
Net worth as a measure of financial resources was assumed to be 
equal to the difference between the figures given in response to the 
two questions above. The responses were all rounded to the nearest 
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one hundred dollars. The figures ranged from 3,000 through 372,000 
dollars. Forty-one of the 79 dealerships each had a net worth of 
50,000 dollars or less. Nine of the dealerships each had a net worth 
of 130,000 or more. In order to reducc the effect of the extreme values 
on the correlation coefficients the nine dealerships with net worth of 
130,000 or more were each coded as having a net worth of 130,000 for 
the correlation analysis.^ The median value of 49,100 dollars was 
assigned to seven dealerships for which data were not available. 
Line of products In the discussion preceding Specific Hypothe­
sis 17 it was suggested that the popularity of the main line of machin­
ery sold by a dealer might be related to economic success of the dealer­
ship. In this case popularity refers to the willingness of farmers to 
purchase the line of machinery, as indicated by actual ownership of the 
various brands of machines. The following questions were used in 
measuring the line of machinery sold: 
What are the brands of tractors which you sell? 
If the dealer said he sold more than one brand of tractors he was 
also asked: 
...you have indicated you sell more than one brand of 
new tractors. Which brand of new tractors accounts for 
your largest dollar volume of tractor sales in a year? 
Eight brands were sold by the dealers. Each of these brands was 
Another way to reduce the effect of the extreme values would be 
to code the ranlc order of the dealerships for net worth, rather than 
the net worth figures with the top end grouped. For this sample these 
two codes were highly correlated (r = .971). Only the code with the 
top end grouped was used. 
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assigned a score from 1 through 8, based on ownership of the brand by 
the farmers who were interviewed in the farmer phase of the farm machin­
ery study. Approximately 27 percent and 35 percent of the tractors 
owned by the farmers were of the brands receiving scores of 7 and 8, 
respectively. 
The percent of the dealers in the sample who sold each of the lines 
of machinery as their major tractor line is indicated in Table 8. 
Table 8. Percent of dealers who sold each line of machinery as their 
major tractor line 
Popularity score of the brand 
based on ownership by farmers 
Dealers who sold the brand as 
their major tractor line 
Number Percent 
8 20 25.3 
7 17 21.5 
6 12 15.2 
5 3 3.8 
4 7 8.9 
3 3 3.8 
2 9 11.4 
1 8 10.1 
Total 79 100.0 
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Measures of activities of managers 
The activities of managers which are emphasized in this thesis in­
clude management activities, sales activities and information seeking 
activities. 
Time spent in management activities Managers of retail firms 
vary both in the amount of time which they devote to management activi­
ties and in the quality of their management performance. (Quality of 
performance, however, is probably associated with the amount of time 
spent.) The concern of Specific Hypothesis 19 is with the relative 
amount of time spent in management and supervision. This was measured 
by the following item on the interview schedule: 
What percent of the time that you devote to this business 
do you spend working in each of the categories below? --
Management and supervision, office help, sales, partsman, 
mechanic, service other than mechanic, other. 
The range in the percent of time spent in management and super­
vision for the dealers in the sample was from 5 percent to 100 percent. 
Slightly over half of the dealers indicated that they spent between 
10 and 40 percent of their time in management and supervision was ap­
proximately 40 percent. 
Time spent in sales activities The interview schedule item 
that was used to measure time spent in management and supervision 
activities was also used to measure time spent in sales activities. 
The range in the percent of time spent in sales activities was 
from 0 percent to 70 percent. Six of the 79 dealers in the sample 
indicated that they didn't spend any of their time in sales activities. 
Over half of the dealers indicated they spent between 10 and 35 percent 
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of their time in sales activities. The mean percent of time spent in 
sales activities was 31 percent. 
Number of information sources used Specific Hypothesis 21 sug­
gested a relationship between the relative number of information sources 
used and economic success. The following item was used to measure the 
number of information sources used: 
Which of these sources of information do you use in 
keeping informed about farm machinery? 
The respondents were each given a card containing a list of 29 
different information sources. The list included such information 
sources as manufacturers publications; machinery industry publications: 
Implement and Tractor, Tractor Redbook, etc.; USDA publications; farm 
magazines: Successful Farming, Wallaces Farmer, Farm Journal, etc.; 
television; farmers; company sales meetings; etc. 
The number of information sources used by the respondents ranged 
from 4 through 28. The interquartile range was from 11 through 19. 
The mean number of information sources that the dealers indicated they 
used was 15.2. 
This concludes the listing of the operational measures used in 
testing the specific hypotheses. The statistical tests used to test 
the specific hypotheses are discussed briefly in the following section. 
Statistical Analysis 
Twenty-three specific hypotheses were developed in the preceding 
chapter. Eighteen of these were hypotheses of relationships involving 
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two main variables (they were hypotheses of zero order relationship) 
and five of them suggested relationships involving a weighted combina­
tion of variables (they were hypotheses of multiple relationship). 
All of them were hypotheses of linear relationship between variables. 
The direction of the relationship was predicted for each of the hypothe­
ses of zero order relationship. 
It was suggested in the previous section that it was necessary to 
operationalize the main variables in the specific hypotheses before 
they could be tested. By substituting the various measures developed 
in the previous section for the variables they operationalized, it was 
possible to derive empirical hypotheses from the specific hypotheses. 
These empirical hypotheses were tested by means of statistical tests. 
The actual empirical hypotheses, which were derived from the specific 
hypotheses, are listed in the findings section. Each is stated below 
the specific hypotheses to which it pertains. There are a total of 50 
empirical hypotheses. 
Both zero order correlations and multiple correlations were used 
in testing the empirical hypotheses in this thesis. 
The (zero order) correlation between two measures is an indica­
tion of the degree of linear relationship between them. It is a measure 
of the spread about a regression line (11). The zero order relation­
ships were each tested by testing for significance of the computed co­
efficient of correlation between the two measures involved. If the 
value of a correlation coefficient was greater than would have been 
expected five percent of the time due to chance alone, it was considered 
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to be statistically significant. A significant correlation between two 
measures is accepted as evidence in support of the empirical hypothesis. 
For a sample of size N = 79 a correlation coefficient of .187 is sig­
nificant at the .05 level of probability and a correlation coefficient 
of .262 is significant at the .01 level of probability for a one tail 
test (direction predicted). 
The multiple correlation between a set of independent variables 
and a dependent variable is an indication of linear relationship be­
tween the weighted independent variables and the dependent variable. 
It is a measure of the spread about a multiple regression line. Ac­
cording to Walker and Lev (120, p. 326; 122, p. 198) the coefficient 
of multiple correlation (R) can be calculated according to the follow­
ing equation: 
^y.l2...n 
r b* 
yn yn.l2...n-l 
In this equation r is the correlation between the i th inde-
yi 
pendent variable and the dependent variable. The b* values (beta 
weights) represent the standard form weights for the respective inde­
pendent variables.^ The product of r and b represents the 
yl yl. 23...n 
2 
contribution of independent variable 1 to R vAien the other independent 
variables are held constant. It is an estimate of the amount of vari­
ance in the dependent variable which is "explained" by variable 1 (122). 
V = b S /S (11, p. 345; 122, p. 199). 
X y 
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F tests were used to test for the significance of the multiple 
correlation coefficients (R ). The following formula has been 
y.l2...n 
suggested by Walker and Lev (120, p. 324) and by Blalock (11, p. 355): 
Where N is the sample size and K is the number of predictor variables. 
If a value of F was greater than would have been expected five 
percent of the time due to chance alone, it was considered to be sta­
tistically significant. A significant F value is accepted as evidence 
in support of a relationship between the weighted combination of in­
dependent variables and the dependent variable. 
"Shrunken" values of multiple correlation coefficients (R*) were 
also calculated. The values of R' provide estimates of ^at the values 
of R would be if the effects of correlated error were eliminated. R' 
is an estimate of the value of R in the parent population from which 
the sample was drawn. The values of R' were calculated according to 
the formula: 
where N is the sample size and n is the number of predictor variables 
There are certain assumptions which should be met, or at least 
approximated, ^ en correlation and multiple correlation are used as 
tests of significance. First the observations should be random and 
R^ N-K-1 
F 
K, N-K-1 ° 1-R^ K 
(27a, p. 153) 
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independent. This assumption is assumed to be satisfied by the sampling 
procedures used. 
Other assumptions are more questionable for the data in the farm 
machinery dealer study. These are the assumptions that the variables 
are measured by interval scales and assumptions about the distributions 
of the variables. For zero order correlation a bivariate normal distri­
bution is assumed. For multiple correlation and multiple regression 
it is assumed that the X*s are fixed and measured without error. It 
is assumed that for every combination of fixed X's there is a distribu­
tion of Y'S. The Y'S are assumed to be normally distributed and their 
variances are assumed to be homogeneous. These assumptions, especially 
the assumption that the X's are fixed and measured without error, are 
not necessarily all met by the data in this thesis. 
Although the measures of cognitive elements are probably more 
accurately described as ordinal scales than as interval scales, it is 
assumed that they approximate interval scales. Various of the measures 
were coded in such a way as to increase their interval properties. 
The extreme values of some of the variables were coded in such a way 
as to reduce their effect on the correlation coefficients, increase 
normality, and decrease the variance. As was indicated earlier, 
twenty-two interview schedules containing data of questionable ac­
curacy were eliminated from the analysis. Thus, an effort has been 
made to decrease the error in measurement of the variables and to 
bring the measures more nearly in line with the assumptions of zero 
order and multiple correlation analysis. 
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Due to the limitations of the data relative to the assumptions 
of correlation and multiple correlation, the findings for the various 
hypotheses have been interpreted carefully in this thesis. In general, 
however, it is assumed that the statistical tests are good indicators 
of the probability of actual relationships in the population from which 
the sample was drawn. The findings are presented in the following 
chapter. 
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FINDINGS 
Introduction 
The various levels of propositions and hypotheses (above the 
empirical level) and the operational measures of the main concepts in 
the specific hypotheses have now been presented. In this chapter em­
pirical hypotheses relevant to the various specific hypotheses are 
stated and tested. Each empirical hypothesis pertains to a particular 
specific hypothesis and contains operational measures of the main con­
cepts in that specific hypothesis. 
The theoretical propositions, general hypotheses and specific 
hypotheses are presented in the following pages in the same order that 
they were developed. Two or more empirical hypotheses are stated for 
each specific hypothesis. Findings relative to the hypotheses are 
presented. 
Statement and Tests of Theoretical Propositions, 
General Hypotheses, Specific Hypotheses and Empirical Hypotheses^ 
Personality system 
The following proposition, hypotheses and findings pertain to 
the personality systems of managers of retail firms and to economic 
success of the firms they manage. 
The mode of presenting the findings in this thesis is similar to 
that of Warland (122) and Hobbs (40). 
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Theoretical Proposition Personality systems of managers of re­
tail firms are related to the economic success of the firms they manage. 
General Hypothesis _1: Certain relevant cognitive elements of man­
agers of retail firms are related to the economic success of the firms 
they manage. 
Specific Hypothesis V: The relative value placed on mental ac­
tivity by farm machinery dealers is related positively to the economic 
success of the firms they manage. 
E.H. 1: The score on the mental activity scale is related posi­
tively to net income. The hypothesis stated in its 
null form is: There is no positive relationship be­
tween score on the mental activity scale and net income. 
The computed correlation coefficient is .230 which is 
significant beyond the .05 level of probability. The 
null hypothesis is refuted. These data support the 
empirical hypothesis. 
E.H, 2: The score on the mental activity scale is related posi­
tively to total dollar volume of sales and service. The 
hypothesis stated in its null form is: There is no posi­
tive relationship between score on the mental activity 
scale and total dollar volume of sales and service. The 
computed correlation coefficient is ,363 which is sig­
nificant beyond the .005 level of probability. The 
null hypothesis is refuted. These data support the em­
pirical hypothesis. 
Specific Hypothesis 1 was tested by two empirical hypotheses. 
Both of these hypotheses were supported by the data. The data, there­
fore, support the specific hypothesis of a positive relationship be­
tween the value placed on mental activity by farm machinery dealers 
and economic success of the firms they manage. 
Specific Hypothesis %: The relative progressivism of farm machin­
ery dealers is related positively to the economic success of the firms 
they manage. 
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E.H. 3: The score on the progressivism scale is related posi­
tively to net income. The hypothesis stated in its 
null form is: There is no positive relationship between 
score on the progressivism scale and net income. The 
computed correlation coefficient is .270 which is sig­
nificant beyond the .01 level of probability. The null 
hypothesis is refuted. These data support the empirical 
hypothesis. 
E.H. 4: The score on the progressivism scale is related posi­
tively to total dollar volume of sales and service. The 
hypothesis stated in its null form is: There is no 
positive relationship between the progressivism scale 
and total dollar volume of sales and service. The 
computed correlation coefficient is .233 which is sig­
nificant beyond the .05 level. The null hypothesis is 
refuted. These data support the empirical hypothesis. 
Specific Hypothesis 2 was tested by two empirical hypotheses. 
Both of these empirical hypotheses were supported. The data, there­
fore, support the specific hypothesis of a positive relationship be­
tween progressivism of farm machinery dealers and economic success of 
the firms they manage. 
Specific Hypothesis 3^: The relative value placed on security 
(risk aversion) by farm machinery dealers is related negatively to 
the economic success of the firms they manage. 
E.H. 5: The score on the security scale is related negatively 
to net income. The hypothesis stated in its null form 
is: There is no negative relationship between score 
on the security scale and net income. The computed 
correlation coefficient is -.268 which is significant 
beyond the .01 level of probability. The null hypothe­
sis is refuted. These data support the empirical 
hypothesis. 
E.H. 6: The score on the security scale is related negatively to 
total dollar volume of sales and service. The hypothe­
sis stated in its null form is: There is no negative 
relationship between score on the security scale and 
total dollar volume of sales and service. The computed 
correlation coefficient is -.158 which is significant 
beyond the .10 level but not at the .05 level of proba­
bility. The null hypothesis is not refuted. These data 
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fail to support the empirical hypothesis at the .05 level 
of probability. 
Specific Hypothesis 3 was tested by two empirical hypotheses. One 
was supported beyond the .05 level and the other was not. Both rela­
tionships were in the predicted direction and were beyond the ,10 level 
of probability. The data, therefore, provide limited support for the 
specific hypothesis of a negative relationship between the value placed 
on security by farm machinery dealers and economic success of the firms 
they manage. 
Specific Hypothesis The relative value placed on economic 
goals by farm machinery dealers is related positively to the economic 
success of the firms they manage. 
E.H. 7: The score on the economic goals item is related posi­
tively to net income. The hypothesis stated in its 
null form is: There is no significant positive rela­
tionship between score on the economic goals item 
and net income. The computed correlation coefficient 
is -.153 which is not significant. The null hypothesis 
is not refuted. These data fail to support the empiri­
cal hypothesis. 
E.H. 8: The score on the economic goals item is related posi­
tively to total dollar volume of sales and service. The 
null hypothesis is; There is no significant relation­
ship between score on the economic goals item and total 
dollar volume of sales and service. The computed cor­
relation coefficient is -.071 which is not significant. 
The null hypothesis is not refuted. These data fail to 
support the empirical hypothesis. 
Specific Hypothesis 4 was tested by two empirical hypotheses. 
Neither empirical hypothesis was supported. The data, therefore, do 
not support the specific hypothesis of a positive relationship between 
the value placed on economic goals by farm machinery dealers and the 
economic success of the firms they manage. 
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Specific Hypothesis The relative value placed on non-economic 
goals by farm machinery dealers is related negatively to the economic 
success of the firms they manage. 
E.H. 9: The score on the non-economic goals item is related 
negatively to net income. The null hypothesis is: 
There is no negative relationship between score on the 
non-economic goals item and net income. The computed 
correlation coefficient is -.100 which is not signifi­
cant. The null hypothesis is not refuted. These data 
do not support the empirical hypothesis. 
E.H. 10: The score on the non-economic goals item is related 
negatively to total dollar volume of sales and service. 
The null hypothesis is: There is no negative relation­
ship between score on the non-economic goals item and 
total dollar volume of sales and service. The computed 
correlation coefficient is -.062 which is not signifi­
cant. The null hypothesis is not refuted. These data 
do not support the empirical hypothesis. 
Specific Hypothesis 5 was tested by two empirical hypotheses. 
Neither empirical hypothesis was supported. (In both cases, however, 
the relationship was in the hypothesized direction.) The data do not 
support the specific hypothesis of a negative relationship between 
the value placed on non-economic goals by farm machinery dealers and 
the economic success of the firms they manage. 
Specific Hypothesis 6^: The relative value placed on the approval 
of peers by farm machinery dealers is related negatively to the eco­
nomic success of the firms they manage. 
E.H. 11: The score on the approval-of-peers item is related 
negatively to net income. The null hypothesis is: 
There is no negative relationship between score on the 
approval-of-peers item and net income. The correlation 
coefficient is -.164 which is significant beyond the 
.10 level but not beyond the .05 level of probability. 
The null hypothesis is not refuted. These data do not 
support the empirical hypothesis at the .05 level of 
probability. 
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E.H. 12: The score on the approval-of-peers item is related 
negatively to total dollar volume of sales and service. 
The null hypothesis is: There is no negative relation­
ship between score on the approval-of-peers item and 
total dollar volume of sales and service income. The 
correlation coefficients is -.064 which is not signifi­
cant. The null hypothesis is not refuted. These data 
do not support the empirical hypothesis. 
Specific Hypothesis 6 was tested by two empirical hypotheses. 
Neither empirical hypothesis was supported at the .05 level of proba­
bility. Both were in the predicted direction and one was significant 
beyond the .10 level of significance. The data, therefore, provide 
only very limited support for the specific hypothesis of a negative 
relationship between the value placed on approval of peers by farm 
machinery dealers and the economic success of the firms they manage. 
Specific Hypothesis 7: The relative value placed on independence 
in decision-making by farm machinery dealers is related positively to 
the economic success of the firms they manage. 
E.H. 13: The score on the independence item is related positively 
to net income. The null hypothesis is: There is no 
positive relationship between score on the independence 
item and net income. The computed correlation coeffi­
cient is .019 which is not significant. The null 
hypothesis is not refuted. These data do not support 
the empirical hypothesis. 
E.H. 14: The score on the independence item is related positively 
to net income. The null hypothesis is: There is no 
positive relationship between score on the independence 
item and total dollar volume of sales and service. The 
computed correlation coefficient is .009 which is not 
significant. The null hypothesis is not refuted. These 
data do not support the empirical hypothesis. 
Specific Hypothesis 7 was tested by two empirical hypotheses. 
Neither empirical hypothesis was supported. The data do not support 
the specific hypothesis of a relationship between the value placed on 
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independence in decision-making by farm machinery dealers and the 
economic success of the firms they manage. 
Specific Hypothesis _8: The relative value farm machinery dealers 
place on keeping informed is related positively to the economic success 
of the firms they manage. 
E.H. 15: The score for perceived importance of latest product 
information is related positively to net income. The 
null hypothesis is: There is no positive relationship 
between the score for perceived importance of latest 
product information and net income. The computed cor­
relation coefficient is .174 which is significant be­
yond the .10 level but not beyond the .05 level of 
probability. The null hypothesis is not refuted. The 
data do not support the empirical hypothesis at the .05 
level of probability. 
E.H. 16: The score for perceived importance of latest product 
information is related positively to total dollar volume 
of sales and service. The null hypothesis is: There 
is no negative relationship between the score for per­
ceived importance of latest product information and 
total dollar volume of sales and service. The computed 
correlation coefficient is .230 which is significant 
beyond the .05 level of probability. The null hypothe­
sis is refuted. These data support the empirical 
hypothesis. 
E.H. 17: The score for perceived importance of keeping up with 
latest management practices is related positively to 
net income. The null hypothesis is: There is no 
positive relationship between the score for perceived 
importance of keeping up with latest management prac­
tices and net income. The computed correlation coef­
ficient is .072 which is not significant. The null 
hypothesis is not refuted. These data do not support 
the empirical hypothesis. 
E.H. 18: The score for perceived importance of keeping up with 
latest management practices is related positively to 
total dollar volume of sales and service. The null 
hypothesis is: There is no positive relationship be­
tween the score for perceived importance of keeping up 
with latest management practices and total dollar vol­
ume of sales and service. The computed correlation 
coefficient is .348 which is significant beyond the 
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.005 level of probability. The null hypothesis is re­
futed. These data support the empirical hypothesis. 
E.H. 19; The score for willingness to attend a training session 
is related positively to net income. The null hypothe­
sis is: There is no positive relationship between the 
score for willingness to attend a training session and 
net income. The computed correlation coefficient is 
-.008 which is not significant. The null hypothesis 
is not refuted. These data do not support the empiri­
cal hypothesis. 
E.H. 20: The score for willingness to attend a training session 
is related positively to total dollar volume of sales 
and service. The null hypothesis is: There is no 
positive relationship between the score for willingness 
to attend a training session and total dollar volume 
of sales and service. The computed correlation coef­
ficient is .298 which is significant beyond the .005 
level of probability. The null hypothesis is refuted. 
These data support the empirical hypothesis. 
Specific Hypothesis 8 was tested by six empirical hypotheses. 
Three of the empirical hypotheses involved the measure of net income. 
None of these were significant at the .05 level of probability. They 
were all in the hypothesized direction, however, and one was signifi­
cant beyond the .10 level of probability. The other three empirical 
hypotheses involved the measure of total dollar volume of sales and 
service. Each of these empirical hypotheses was supported beyond the 
.05 level of probability (two were supported beyond the .005 level). 
The data, therefore, provide limited support for the specific hypothe­
sis of a relationship between the value farm machinery dealers placed 
on keeping informed and the economic success of the firms they manage. 
Specific Hypothesis _9: The relative value farm machinery dealers 
place on influencing farmers' decisions is related positively to the 
economic success of the firms they manage. 
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E.H. 21: The score for perceived importance of influencing 
farmers* tractor purchase decisions is related posi­
tively to net income. The null hypothesis is: There 
is no positive relationship between the score for per­
ceived importance of influencing farmers' tractor pur­
chase decisions and net income. The computed correla­
tion coefficient is .239 which is significant beyond 
the .05 level of probability. The null hypothesis is 
refuted. These data support the empirical hypothesis. 
E.H. 22: The score for perceived importance of influencing 
farmers' tractor purchase decisions is related posi­
tively to total dollar volume of sales and service. 
The null hypothesis is: There is no positive rela­
tionship between the score for perceived importance 
of ineluencing farmers' tractor purchase decisions and 
total dollar volume of sales and service. The com­
puted correlation coefficient is .282 which is signifi­
cant beyond the .01 level of probability. The null 
hypothesis is refuted. These data support the empiri­
cal hypothesis. 
Specific Hypothesis 9 was tested by two empirical hypotheses. 
Both of these empirical hypotheses were supported. These data support 
the specific hypothesis of a relationship between the value farm 
machinery dealers place on influencing farmers' decisions and the eco­
nomic success of the firms they manage. 
Specific Hypothesis 10: A weighted combination of certain cogni­
tive elements of farm machinery dealers is related to economic success 
of the firms they manage. 
E.H. 23: There is a correlation between a weighted combination 
of the 11 scores for cognitive elements and net income. 
This hypothesis stated in its null form is: There is 
no correlation between a weighted combination of the 
11 scores for cognitive elements and net income. The 
computed F value is 1.75 with 11 and 67 degrees of 
freedom. This is not significant at the .05 level of 
probability. The null hypothesis is not refuted. These 
data do not support the empirical hypothesis. 
2 
The computed value of R for E.H. 23 is .4724 and the value of R 
is .2232. The 11 scores account for less than 23 percent of the 
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variance in net income. 
E.H. 24: There is a correlation between a weighted combination 
of the 11 scores for cognitive elements and total 
dollar volume of sales and service. This hypothesis 
stated in its null form is: There is no correlation 
between a weighted combination of the 11 scores for 
cognitive elements and total volume of sales and 
service. The computed F value is 2,95 with 11 and 67 
degrees of freedom. This is significant beyond the 
.01 level of probability. The null hypothesis is 
refuted. These data support the empirical hypothesis. 
The computed value of R for E.H. 24 is .5710 and the value of is 
.3261. The eleven measures of cognitive elements, thus, "explain" approx­
imately 33 percent of the variance in total dollar volume of sales and 
1 2 
service. The contribution of each of the 11 scores to the total R is 
indicated in Table 9. The measure of value placed on mental activity had 
the highest sero order relationship with total dollar volume of sales and 
service. This measure accounts for over one-third of the variance explained 
by the eleven variables. Other variables with zero order correlation coef­
ficients significant beyond the .01 level, which also accounted for rela­
tively more of the explained variation than other variables, include value 
placed on influencing farmers' decisions and two measures of value placed 
on keeping informed: perceived importance of information on management 
practices and willingness to attend a week long training session. 
Specific Hypothesis 10 was tested by two empirical hypotheses. One 
of these was supported and the other was not. These data provide limited 
support for the specific hypothesis of a relationship between a weighted 
combination of cognitive elements of farm machinery dealers and the 
economic success of the firms they manage. 
The proportion of variance reported as "explained" is the proportion 
of the variance explained in the sample used in this thesis. The propor­
tion of the variance explained in future samples from the same population 
would be less than the r2 value and is estimated by the "shrunken" R^. For 
Table 9 R^ = .3261 and the "shrunken" R^ = (.4642)^ = .2155. 
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Table 9. Regression weights and correlations of personality system 
variables used in computation of multiple correlation coef­
ficients for total dollar volume of sales and service 
Independent variables b* ry (b*) (fy) 
Value placed on mental activity .3157 .3633 .1147 
Progressivism .1456 .2332 .0340 
Value placed on security -.0031 -.1579 .0005 
Value placed on economic goals -.0231 -.0713 .0016 
Value placed on non-economic goals .0224 -.0623 -.0014 
Value placed on approval of peers -.0702 -.0637 .0045 
Value placed on independent decision-making .0215 .0085 .0002 
Value placed on influencing farmers' decisions .2007 .2819 .0566 
Value placed on keeping informed: 
Willingness to attend a training session .1832 .2975 .0545 
Perceived importance of information on 
management practices .1800 .3484 .0627 
Perceived importance of latest product 
information -.0079 .2303 -.0018 
Total .3261 
R = .3261 
R = .5710 
R' = .4642® 
^R' is a "shrunken" R. R' provides an estimate of what the value 
of R would be if the effects of correlated error were eliminated. The 
value of R' was calculated according to the formula: 
E '  - y i -
where N is the sample size and n is the number of predictors (27a, p. 153). 
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General Hypothesis 1 suggests that certain relevant cognitive 
elements of managers of retail firms are related to the economic suc­
cess of the firms they manage. Ten specific hypotheses were derived 
from this general hypotheses. It was concluded that three of the 
specific hypotheses were not supported by the data, one received very 
limited support, three received limited support and three were sup­
ported. Thus, while not all of the cognitive element variables which 
were hypothesized to be related to economic success were significantly 
related, some of them were. The relationships involving the value 
placed on mental activity, progressivism, value placed on influencing 
farmers' decisions and the value placed on keeping informed received 
the most support. 
These data for farm machinery dealers, then, are assumed to pro­
vide limited support for the general hypotheses of relationships be­
tween certain relevant cognitive elements of managers of retail firms 
and economic success of the firms. 
General Hypothesis Certain relevant background characteristics 
of managers of retail firms are related to the economic success of 
the firms they manage. 
Specific Hypothesis 11: The relative age of farm machinery 
dealers is related negatively to the economic success of the firms 
they manage. 
E.H. 25: Age in years is related negatively to net income. The 
null hypothesis is: There is no negative relationship 
between age in years and net income. The computed cor­
relation coefficient is .028 which is not significant. 
The null hypothesis is not refuted. These data do not 
support the empirical hypothesis. 
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E.H. 26: Age in years is related negatively to total dollar 
volume of sales and service. The null hypothesis is: 
There is no negative relationship between age in years 
and total dollar volume of sales and service. The 
computed correlation coefficient is -.041 which is 
not significant. The null hypothesis is not refuted. 
These data do not support the empirical hypothesis. 
Specific Hypothesis 11 was tested by two empirical hypotheses. 
Neither of them were supported by the data. The data, therefore, do 
not support the specific hypothesis of a negative relationship between 
age of farm machinery dealers and the economic success of the firms 
they manage. 
In the development of Specific Hypothesis 11 it was indicated 
that the relationship between age and economic success might be a 
curvalinear rather than a linear relationship. The data provide only 
limited support for this contention. Table 10, comparing age with 
total dollar volume of sales and service, indicates a curvalinear 
trend for the dealers in the sample. The relationship, however, was 
not statistically significant. The curvalinear trend between age and 
net income was even less evident. 
Specific Hypothesis 12: The relative education of farm machinery 
dealers is related positively to the economic success of the firms they 
manage. 
E.H. 27: Number of grades of school completed is related posi­
tively to net income. The null hypothesis is: There 
is no positive relationship between number of grades 
of school completed and net income. The computed cor­
relation coefficient is .176 which is significant be­
yond the ,10 level but not at the .05 level. The null 
hypothesis is not refuted. The data do not support 
the empirical hypothesis at the .05 level of proba­
bility. 
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Table 10. Total dollar volume of sales and service for dealers in 
three categories of age 
Total volume of sales years 
and service in dollars 22-42 43-51 52-69 Total 
Less than 225,000 16 12 15 43 
Over 225,000 8 17 11 36 
Total 24 29 26 79 
2 X =3.43 with two degrees of freedom; not significant 
Average total volume 
of sales and service 
in dollars 244,210 287,310 232,650 256,200 
^One of the dealers in the 43-51 years of age category had total 
dollar volume of sales and service of 1,138,000. If this extreme value 
is left out the average for the remaining 28 dealers in this category 
is 256,930 dollars. 
E.H. 28: Number of grades of school completed is related posi­
tively to total dollar volume of sales and service. 
The null hypothesis is: There is no significant rela­
tionship between number of grades of school completed 
and total dollar volume of sales and service. The 
computed correlation coefficient is .208 which is sig­
nificant beyond the .05 level of probability. The null 
hypothesis is refuted. These data support the empirical 
hypothesis. 
Specific Hypothesis 12 was tested by two empirical hypotheses. 
One of these was supported beyond the .05 level of probability. The 
other was significant beyond the .10 level of probability. These data 
provide limited support for the specific hypothesis that education of 
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farm machinery dealers is related positively to the economic success 
of the firms they manage. 
Specific Hypothesis 13; The relative management experience of 
farm machinery dealers is related positively to the economic success 
of the firms they manage. 
E.H. 
E.H. 
Specific Hypothesis 13 was tested by two empirical hypotheses. 
One of these hypothesis was supported at the .05 level of probability 
and the other was not supported. These data provide limited support 
for the specific hypothesis that management experience of farm machinery 
dealers is related positively to the economic success of the firms 
they manage. 
General Hypothesis 2 suggests that certain relevant background 
characteristics of managers of retail firms are related to the economic 
success of the firms they manage. Three specific hypotheses were de­
rived from this general hypothesis. These three specific hypotheses 
were each tested by two empirical hypotheses. One of the specific 
29: Number of years as manager of a farm machinery business 
is related positively to net income. The null hypothe­
sis is: There is no significant positive relationship 
between number of years as manager of a farm machinery 
business and net income. The computed correlation coef­
ficient is .198 which is significant beyond the .05 
level. The null hypothesis is refuted. These data 
support the empirical hypothesis. 
30: Number of years as manager of a farm machinery busi­
ness is related positively to total dollar volume of 
sales and service. The null hypothesis is: There is 
no significant relationship between number of years as 
manager of a farm machinery business and total dollar 
volume of sales and service. The computed correlation 
coefficient is .043 which is not significant. The null 
hypothesis is not refuted. These data do not support 
the empirical hypothesis. 
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hypotheses was not supported while the other two each received limited 
support. These data then provide limited support for General Hypothe­
sis 2. The data indicate that education and years of management ex­
perience are each more highly related to economic success than is age. 
Specific Hypothesis 14: A weighted combination of certain cogni­
tive elements and background characteristics of farm machinery dealers 
is related to the economic success of the firms they manage. 
E.H. 31: There is a correlation between a weighted combination 
of the 14 measures of cognitive elements and background 
characteristics of farm machinery dealers and net income 
The null hypothesis is: There is no correlation be­
tween a weighted combination of the 14 measures of cog­
nitive elements and background characteristics of farm 
machinery dealers and net income. The computed F value 
is 1.52 with 14 and 64 degrees of freedom. This is not 
significant. The null hypothesis is not refuted. The 
data do not support the empirical hypothesis. 
2 The computed value of R for E.H. 31 is .5000 and the value of R 
is .2500. The 14 measures of cognitive elements and background char­
acteristics account for only about one-fourth of the variance in net 
income. 
E.H. 32: There is a correlation between a weighted combination of 
the 14 measures of cognitive elements and background 
characteristics of farm machinery dealers and total 
dollar volume of sales and service. The null hypothe­
sis is: There is no correlation between a weighted 
combination of the 14 measures of cognitive elements 
and background characteristics of farm machinery 
dealers and total dollar volume of sales and service. 
The computed F value is 2.24 with 14 and 64 degrees of 
freedom. This is significant beyond the .05 level of 
probability. The null hypothesis is refuted. These 
data support the empirical hypothesis. 
2 
The computed value of R for E.H. 32 is .5736 and the value of R 
is .3290. The addition of the three measures of background 
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characteristics only increased the value of r2 from .3260 for E.H. 24 
to .3290 for E.H. 32. 
Specific Hypothesis 14 was tested by two empirical hypotheses. One of 
them was supported and the other was not. These data provide limited sup­
port for the specific hypotheses. The three measures of background char­
acteristics, however, "explain" little of the variance in total dollar vol­
ume of sales and service that isn't already "explained" by the cognitive 
elements. 
The two general hypotheses and the ten specific hypotheses listed 
above were all derived from Theoretical Proposition 1. Theoretical Pro­
position 1 states that personality systems of managers of retail firms 
are related to the economic success of the firms they manage. This 
proposition is very general. The isolation of any predicted relation­
ships between personality system variables and economic success provides 
support for the proposition. The important thing is to isolate which 
factors are related to economic success. The data indicate that the 
value placed on mental activity, progressivism, the value placed on in­
fluencing farmers' decisions, the value placed on keeping informed and 
formal education are among the personality system variables that are 
related to economic success of retail firms. 
Retail firms as social systems 
The following proposition, hypotheses and findings pertain to 
retail firms as social systems and to economic success of the firms. 
Theoretical Proposition 2 :  Certain relevant characteristics of 
retail firms as social systems are related to the economic success of 
the firms. 
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General Hypothesis Certain relevant facilities and resources 
of retail firms are related to the economic success of the firms. 
Specific Hypothesis 15 : The relative number of employees in farm 
machinery dealerships is related positively to the economic success 
of the firms. 
E.H. 33: The number of full-time employees is related positively 
to net income. The null hypothesis is: There is no 
positive relationship between the number of full time 
employees and net income. The computed correlation 
coefficient is .395 which is significant beyond the 
.0005 level of probability. The null hypothesis is 
refuted. These data support the empirical hypothesis. 
E.H. 34: The number of full-time employees is related positively 
to total dollar volume of sales and service. The null 
hypothesis is: There is no positive relationship be­
tween the number of full time employees and net income. 
The computed correlation coefficient is .797 which is 
significant beyond the .0005 level of probability. The 
null hypothesis is refuted. These data support the 
empirical hypothesis. 
Specific Hypothesis 15 was tested by two empirical hypotheses. 
Both of them were supported beyond the .0005 level of probability. 
These data, therefore, support the specific hypothesis of a relation­
ship between the number of employees in farm machinery dealerships 
and the economic success of the firms. 
Specific Hypothesis 16 : The relative financial resources of farm 
machinery dealerships are related positively to the economic success 
of the firms. 
E.H. 35: Net worth is related positively to net income. The 
null hypothesis is: There is no positive relationship 
between net worth and net income. The computed cor­
relation coefficient is .250 which is significant beyond 
the .05 level of probability. The null hypothesis is 
refuted. These data support the empirical hypothesis. 
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E.H. 36: Net worth is related positively to total dollar volume 
of sales and service. The null hypothesis is: There 
is no positive relationship between net worth and total 
dollar volume of sales and service. The computed cor­
relation coefficient is .517 which is significant be­
yond the .0005 level of probability. The null hypothesis 
is refuted. These data support the empirical hypothesis. 
Specific Hypothesis 16 was tested by two empirical hypotheses. 
Both of them were supported; one beyond the .0005 level of probability. 
These data support the specific hypothesis of a positive relationship 
between financial resources of farm machinery dealerships and the eco­
nomic success of the firms. 
Specific Hypothesis 17 : The line of products sold by farm machin­
ery dealerships is related positively to the economic success of the 
firms. 
E.H. 37: The popularity score for line of products sold is re­
lated positively to net income. The null hypothesis is: 
There is no positive relationship between the popularity 
score for line of products sold and net income. The 
calculated correlation coefficient is .140 which is not 
significant. The null hypothesis is not refuted. These 
data do not support the empirical hypothesis at the .05 
level of probability. 
E.H. 38: The popularity score for line of products sold is re­
lated positively to total dollar volume of sales and 
service. The null hypothesis is: There is no positive 
relationship between the popularity score for line of 
products sold and total dollar volume of sales and 
service. The calculated correlation coefficient is 
.483 which is significant beyond the .0005 level of 
probability. The null is refuted. These data support 
the empirical hypothesis. 
Specific Hypothesis 17 was tested by two empirical hypotheses. 
One was supported beyond the .0005 level. The other was in the hypothe­
sized direction but was not statistically significant. These data 
provide limited support for the specific hypothesis of a positive 
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relationship between the line of products sold by a farm machinery 
dealership and the economic success of the firm. 
Specific Hypothesis 18: A weighted combination of certain facili­
ties and resources of farm machinery dealerships is related to the eco­
nomic success of the firms. 
E.H, 39: There is a correlation between a weighted combination 
of the three measures of facilities and resources and net 
income. This hypothesis stated in its null form is: 
There is no correlation between a weighted combination of 
the three measures of facilities and resources and net 
income. The computed F value is 4.81 with 3 and 75 de­
grees of freedom. This is significant beyond the .01 
level of probability. The null hypothesis is refuted. 
These data support the empirical hypothesis. 
The computed value of R for E.H. 39 is .4017 and the value of 
is .1614. The three measures of facilities and resources, thus, "explain" 
approximately 16 percent of the variance in net income. The contribution 
of each of the three measures is indicated in Table 11. The value of R 
for the three measures was only .0065 greater than the correlation coeffi­
cient of the zero order relationship between the number of full time 
employees and net income. 
Table 11. Regression weights and correlations of social system vari 
ables used in computation of multiple correlation coeffi­
cients for net income 
Independent variables b* (t*)(ry) 
Number of full time employees .3525 .3952 .1393 
Net worth .0831 .2603 .0216 
Popularity score for line 
of products sold .0036 .1399 .0005 
Total .1614 
R2 = .1614 R = .4017 R' = .3576 
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E.H. 40: There is a correlation between a weighted combination 
of the three measures of facilities and resources and 
total dollar volume of sales and service. This hy­
pothesis stated in null form is: There is no correla­
tion between a weighted combination of the three 
measures of facilities and resources and total dollar 
volume of sales and service. The computed F value is 
59.41 with 3 and 76 degrees of freedom. This is sig­
nificant beyond the .001 level of probability. The 
null hypothesis is refuted. These data support the 
empirical hypothesis. 
The computed value of R for E.H. 40 is .8389 and the value of 
is .7038. The three measures of facilities and resources, thus, "ex­
plain" approximately 70 percent of the variance in total dollar volume 
of sales and service. The contribution of each of the three measures 
is indicated in Table 12. The number of full time employees accounts 
for a large proportion of the "explained" variation. 
Specific Hypothesis 18 was tested by two empirical hypotheses. 
Both of these were supported beyond the .01 level of probability. The 
data support the specific hypothesis of a relationship between a 
weighted combination of certain facilities and resources of farm 
machinery dealerships and economic success of the firms. 
General Hypothesis 3 suggests that certain relevant facilities 
and resources of retail firms are related to the economic success of 
the firms. Four specific hypotheses were derived from this general 
hypothesis. Three of these hypotheses were supported and the other 
one received limited support. These data for farm machinery dealer­
ships provide support for the general hypothesis which pertains to 
facilities and resources in retail firms. 
General Hypothesis 3 and the four specific hypotheses derived from 
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Table 12. Regression weights and correlations of social system 
variables used in computation of multiple correlation 
coefficients for total dollar volume of sales and 
service 
Independent variables b* r y (b*)(ry) 
Number of full time employees .6576 .7974 .5244 
Net worth .1259 .5172 .0651 
Popularity score for line 
of products sold .2366 .4832 .1143 
Total .7038 
R^ = 
R = 
R' = 
.7038 
.8389 
.8319 
it were derived from Theoretical Proposition 2. Theoretical Proposi­
tion 2 states that certain relevant characteristics of retail firms as 
social systems are related to the economic success of the firms. From 
the data on farm machinery dealerships it may be inferred that the 
number of employees, the line (brand) of products sold and the finan­
cial resources are among the social system variables which are related 
to economic success. Each of these was involved in a significant rela­
tionship for the farm machinery data. 
Activities of managers 
The following proposition, hypotheses and findings pertain to 
activities of managers of retail firms and to economic success of the 
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firms they manage. 
Theoretical Proposition Certain relevant activities of man­
agers of retail firms are related to the economic success of the firms 
they manage. 
General Hypothesis Management activities of managers of retail 
firms are related to the economic success of the firms they manage. 
Specific Hypothesis 19: The relative amount of time spent in 
management and supervision by farm machinery dealers is related 
positively to the economic success of the firms they manage. 
E.H. 41: The percent of time spent in management and supervision 
is related positively to net income. The null hypothe­
sis is: There is no positive relationship between the 
percent of time spent in management and supervision and 
net income. The computed correlation coefficient is 
.279 which is significant beyond the .01 level of 
probability. The null hypothesis is refuted. These 
data support the empirical hypothesis. 
E.H. 42: The percent of time spent in management and super­
vision is related positively to total dollar volume 
of sales and service. The null hypothesis is: There 
is no positive relationship between the percent of 
time spent in management and supervision and total 
dollar volume of sales and service. The computed cor­
relation coefficient is .318 which is significant be­
yond the .005 level of probability. The null hypothe­
sis is refuted. These data support the empirical 
hypothesis. 
Specific Hypothesis 19 was tested by two empirical hypotheses. 
Each of these empirical hypotheses was supported. These data support 
the specific hypothesis of a positive relationship between time spent 
in management and supervision by farm machinery dealers and the 
economic success of the firms they manage. 
Specific Hypothesis 19 was derived from General Hypothesis 4. 
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Support for General Hypothesis 4 may, thus, be inferred from the sup­
port for Specific Hypothesis 19. 
General Hypothesis _5 : Sales activities of managers of retail 
firms are related to the economic success of the firms. 
Specific Hypothesis 20: The relative amount of time spent in 
sales activities by farm machinery dealers is related positively to 
the economic success of the firms they manage. 
E.H. 43: The percent of time spent in sales activities is re­
lated positively to net income. The null hypothesis 
is: There is no positive relationship between the 
percent of time spent in sales activities and net in­
come. The computed correlation coefficient is .024 
which is not significant. The null hypothesis is not 
refuted. These data do not support the empirical 
hypothesis. 
E.H. 44: The percent of time spent in sales activities is re­
lated positively to total dollar volume of sales and 
service. The null hypothesis is: There is no positive 
relationship between the percent of time spent in sales 
activities and total dollar volume of sales and service. 
The computed correlation coefficient is .124 which is 
not significant. The null hypothesis is not refuted. 
These data do not support the empirical hypothesis. 
Specific Hypothesis 20 was tested by two empirical hypotheses. 
Neither of them was supported. These data do not support the specific 
hypothesis of a positive relationship between time spent in sales 
activities by farm machinery dealers and economic success of the firms 
they manage. 
Since the data do not support Specific Hypothesis 20, they also 
fail to support General Hypothesis 5 from which Specific Hypothesis 20 
was derived. 
General Hypothesis 6^: Information seeking activities of managers 
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of retail firms are related to the economic success of the firms they 
manage. 
Specific Hypothesis 21: The relative number of information sources 
used by farm machinery dealers is related positively to the economic 
success of the firms they manage. 
E.H. 45: The number of information sources used is related 
positively to net income. The null hypothesis is: 
There is no positive relationship between the number 
of information sources used and net income. The cal­
culated correlation coefficient is .128 which is not 
statistically significant. The null hypothesis is 
not refuted. These data do not support the empirical 
hypothesis. 
E.H. 46: The number of information sources used is related 
positively to total dollar volume of sales and service. 
The null hypothesis is: There is no positive relation­
ship between the number of information sources used and 
total dollar volume of sales and service. The computed 
correlation coefficient is .140 which is not statistical­
ly significant. The null hypothesis is not refuted. 
These data do not support the empirical hypothesis. 
Specific Hypothesis 21 was tested by two empirical hypotheses. 
Neither of them was supported at the .05 level of probability. Both 
of the relationships, however, were in the hypothesized direction. 
These data provide only very limited support for the specific hypothe­
sis of relationship between the number of information sources used by 
farm machinery dealers and the economic success of the firms they 
manage. 
Specific Hypothesis 21 was derived from General Hypothesis 6. 
Very limited support for General Hypothesis 6 may be inferred from the 
very limited support for Specific Hypothesis 21. 
Specific Hypothesis 22: A weighted combination of certain 
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activities of farm machinery dealers is related to the economic suc­
cess of the firm they manage. 
E.H. 47: There is a correlation between a weighted combination 
of the three measures of activities of farm machinery 
dealers and net income. This hypothesis stated in its 
null form is: There is no correlation between a weighted 
combination of the three measures of activities of farm 
machinery dealers and net income. The computed F value 
is 2.54 with 3 and 75 degrees of freedom. This is not 
significant at the .05 level of probability. The null 
hypothesis is not refuted. These data do not support 
the empirical hypothesis. 
The computed value of R for E.H. 47 is .3035 and the value of 
is .0921. The three scores account for less than ten percent of the 
variance in net income. 
E.H. 48: There is a correlation between a weighted combination 
of the three measures of activities of farm machinery 
dealers and total dollar volume of sales and service. 
This hypothesis stated in its null form is: There is 
no correlation between a weighted combination of three 
measures of activities of farm machinery dealers and 
total dollar volume of sales and service. The computed 
F value is 4.58 with 3 and 75 degrees of freedom. This 
is significant beyond the .01 level of probability. The 
null hypothesis is refuted. These data support the 
empirical hypothesis. 
The computed value of R for E.H. 48 is .3917 and the value of R^ 
is .1534. The three measures of activities of farm machinery dealers, 
thus, "explain" approximately 15 percent of the variance in total dollar 
volume of sales and service. The contribution of each of the three 
measures is indicated in Table 13. The measure of activity which ac­
counts for the largest proportion of "explained" variation is time 
spent in management and supervision. 
Specific Hypothesis 22 was tested by two empirical hypotheses. 
One of these was supported while the other was not. The data, thus, 
176 
Table 13. Regression weights and correlations of activity variables 
used in computation of multiple correlation coefficients 
for total dollar volume of sales and service 
Independent variable b* r y (b*) (r^) 
Time spent in management 
and supervision .3689 .3183 .1174 
Time spent in sales activities .2280 .1243 .0283 
Number of information sources used .0549 .1403 .0077 
Total 
9 
.1534 
R = .1534 
R = .3917 
R' = .3457 
provide limited support for the specific hypothesis of a relationship 
between a weighted combination of certain activities of farm machinery 
dealers and economic success of the firms they manage. 
The general hypotheses from 4 through 6 and the specific hypothesis 
from 19 through 22 were derived from Theoretical Proposition 3. Theoreti­
cal Proposition 3 states that certain relevant activities of managers 
of retail firms are related to the economic success of the firms they 
manage. From the data on farm machinery dealerships it may be inferred 
that time spent in management and supervision is among the activities 
of managers of retail firms which are related to economic success. 
Specific Hypothesis 23; A weighted combination of certain per­
sonality variables, social system variables and activity variables is 
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related to economic success of farm machinery dealerships. 
E.H. 49; There is a correlation between a weighted combination of 
the measures of personality system, social system, and 
activity variables and net income. The hypothesis 
stated in its null form is: There is no correlation 
between a weighted combination of the measures of per­
sonality system, social system and activity variables 
and net income. The computed F value is 1.43 with 20 
and 58 degrees of freedom. This is not significant at 
the .05 level of probability. The null hypothesis is 
not refuted. These data do not support the empirical 
hypothesis. 
o 
The computed value of R is .5746 and the value of R is .3302. 
The 20 measures, thus, account for less than one-third of the variance 
in net income. 
E.H. 50: There is a correlation between a weighted combination 
of the measures of personality system, social system and 
activity variables and total dollar volume of sales and 
service. The hypothesis stated in null form is: There 
is no correlation between a weighted combination of the 
measures of personality system, social system and activity 
variables and total dollar volume of sales and service. 
The computed F value is 9.91 with 20 and 58 degrees of 
freedom. This is significant beyond the .001 level of 
probability. The null hypothesis is refuted. These 
data support the empirical hypothesis. 
The computed value of R for E.H. 50 is .8796 and the value of R^ 
is .7736. The twenty measures of personality system variables, social 
system variables and activity variables, thus, "explain" approximately 
77 percent of the variance in total dollar volume of sales and service. 
The contribution of each of the twenty measures is indicated in Table 14. 
The data in Table 14 indicate that when the variables are considered 
together the measures of social system variables (facilities and re­
sources) account for the largest proportion of the explained variation. 
Specific Hypothesis 23 was tested by two empirical hypotheses. One 
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Table 14. Regression weights and correlations of personality system, 
social system and activity variables used in computation of 
multiple correlation coefficients for total dollar volume of 
sales and service 
Independent variables b* (b*)(ry: 
Personality system variables 
Cognitive elements 
Value placed on mental activity .0307 .3633 .0112 
Progressivism .0406 .2332 .0095 
Value placed on security .0483 -.1579 -.0076 
Value placed on economic goals .0095 -.0713 -.0007 
Value placed on non-economic goals -.0019 -.0623 ,0001 
Value placed on approval of peers -.2159 -.0637 .0137 
Value placed on independent 
decision-making -.0201 .0085 -.0002 
Value placed on influencing 
farmers' decisions .0063 .2819 .0018 
Value placed on keeping informed: 
Willingness to attend training 
sessions .0527 .2975 .0157 
Perceived importance of informa­
tion on management practices .1731 .3484 .0603 
Perceived importance of product 
information -.0721 .2303 -.0166 
Background characteristics 
Age .0792 -.0408 -.0032 
Formal education .0144 .2075 .0030 
Years of management experience -.1138 .0432 -.0049 
Social system variables 
Facilities and resources 
Number of full-time employees .6236 .7974 .4972 
Net worth .1116 .5172 .0577 
Popularity score for line of 
products sold .2820 .4832 .1362 
Activity variables 
Time spent in management and 
supervision -.0232 .3183 -.0074 
Time spent in sales activities .0699 .1243 .0087 
Number of information sources used -.0064 .1403 -.0009 
Total .7736 
= .7736 R = .8796 R' = .8340 
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of these was supported and the other was not. The data, therefore, 
provide limited support for the specific hypothesis of a relationship 
between a weighted combination of certain personality system variables, 
social system variables and activity variables and economic success of 
retail firms. 
The various findings are discussed and summarized in the following 
chapter. 
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DISCUSSION 
Introduction 
The objectives, conceptual framework and findings of this thesis 
have now been presented. In this chapter the findings are summarized, 
the findings, methods, and theory are discussed and suggestions are 
made for future research pertaining to relationships between social and 
social-psychological factors and economic success of retail firms. 
This thesis has been concerned with delineating some of the factors 
(especially social and social-psychological variables) which are re­
lated to economic success in retail firms. In the conceptual framework 
it was indicated that outcomes of action in social systems (including 
economic success of retail firms) are a result of the actions of social 
actors in social situations. It was further suggested that outcomes of 
action can be conceptualized as a function of personality system vari­
ables, social system variables, cultural system variables and physical 
objects. It was suggested that managers of retail firms can be con­
ceptualized as social actors and retail firms can be conceptualized as 
social systems. 
Three theoretical propositions were derived from the conceptual 
framework. The first postulated that the personality system of the 
manager of a retail firm is related to the success of the firm. The 
second postulated that certain relevant characteristics of retail firms 
as social systems are related to the economic success of the firms. The 
third theoretical proposition suggested that certain relevant activities 
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of managers of retail firms are related to the economic success of the 
firms they manage. 
Six general hypotheses were derived from the theoretical proposi­
tions and a total of 23 specific hypotheses were developed from the 
general hypotheses.^ These specific hypotheses were tested with a total 
of 50 empirical hypotheses. The results of the tests of the hypotheses 
were reported in the findings section. These findings are summarized 
below. 
Summary of Findings 
Personality system 
Theoretical Proposition 1 states that personality systems of man­
agers of retail firms are related to the economic success of the firms 
they manage. 
Some aspects of the personality system which influence action and 
outcomes of action in social systems were indicated in the discussion 
of the personality system in the conceptual framework. Two general 
hypotheses were developed from Theoretical Proposition 1. The first 
general hypothesis suggested a relationship between certain relevant 
cognitive elements of managers of retail firms and the economic success 
of the firms they manage. The second general hypothesis suggested that 
^In all cases the general hypotheses were stated in terms of re­
tail firms while the specific and empirical hypotheses pertained to 
farm machinery dealerships (since the data were gathered from farm 
machinery dealerships). Care must be taken in generalizing to the 
general hypotheses from the specific and empirical hypotheses. 
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certain relevant background characteristics of managers of retail firms 
are related to economic success of the firms. 
Cognitive elements Ten specific hypotheses of linear relation­
ships (direction predicted) between cognitive elements and economic suc­
cess of farm machinery dealerships were tested. According to the data 
the following cognitive elements were related to economic success of 
the farm machinery dealerships: the value placed on mental activity 
(positive relationship)5 progressivism (positive relationship), the 
value placed on influencing farmers' decisions (positive relationship). 
There was limited support for the hypotheses of relationships between 
economic success of farm machinery dealerships and the following vari­
ables: the value placed on security (negative relationship) and the 
value placed on keeping informed (positive relationship). There was 
only very limited support for the hypothesis of a negative relationship 
between the value placed on approval of peers and economic success. 
Three hypothesized relationships which were not supported by the data 
involved the measures of: the value placed on economic goals, the value 
placed on non-economic goals and the value placed on independence in 
decision-making. 
Caution must be exercised in generalizing from farm machinery 
dealerships to retail firms. The fact, however, that certain variables 
(selected on the basis of theory and past research) were found to be 
related significantly to economic success of farm machinery dealerships 
does provide inferential support for the hypothesis that they may also 
be related to economic success of retail firms generally. 
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Some of the variables were found not to be related. There are two 
possible explanations when no relationship is found. First, the vari­
ables may not actually be related in the population being studied. Sec­
ond, there may actually be a relationship which was not measured. These 
two possibilities are discussed further in the comments on the findings, 
methods and theory. 
Background characteristics Four specific hypotheses of linear 
relationships (direction predicted) between background characteristics 
of managers of farm machinery dealerships and economic success were 
tested. The data provided only limited support for the relationship 
between formal education and economic success (positive relationship) 
and the relationship between years of management experience and economic 
success (positive relationship). The hypothesized negative relation­
ship between age and economic success was not supported. The multiple 
correlation, involving both the measures of cognitive elements and 
background characteristics of farm machinery dealers (Specific Hypothe­
sis 14), indicated that background characteristics account for little 
variance in economic success that cannot be "explained" by cognitive 
elements. 
These data from farm machinery dealerships provide limited inferen­
tial support for the general hypothesis that certain background char­
acteristics (education and management experience) of managers of re­
tail firms are related to economic success of the firms. The data 
also indicate, however, that education and years of management ex­
perience account for little variation that cannot be "explained" with 
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other variables. 
Social system 
Theoretical Proposition 2 states that certain relevant characteris­
tics of retail firms as social systems are related to the economic suc­
cess of the firms. 
Some aspects of social systems which influence action and outcomes 
of action were indicated in the discussion of the social system in the 
conceptual framework. One general hypothesis was developed from Theoreti­
cal Proposition 2. This is General Hypothesis 3 which suggests that 
certain relevant facilities and resources of retail firms are related 
to the economic success of the firms. 
Facilities and resources Four specific hypotheses of linear 
relationships (direction predicted) between facilities and resources 
and economic success of farm machinery dealerships were tested. Three 
of the specific hypotheses were supported by the data and the other re­
ceived limited support. The number of full time employees correlated 
.395 with net income and .797 with total dollar volume of sales and 
service. The other two measures of facilities and resources, net worth 
and line of products sold, were somewhat less highly related to economic 
success. The multiple correlation coefficient for the three measures 
and total dollar volume of sales and service was .8389. The value of 
was .7038. 
These data from farm machinery dealerships provide inferential 
support for the general hypothesis that certain facilities and resources 
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of retail firms (number of employees, net worth and line of products 
sold) are related to economic success of the firms. 
Activities of managers 
Theoretical Proposition 3 states that certain relevant activities 
of managers of retail firms are related to the economic success of the 
firms they manage. 
Three general hypotheses were developed from Theoretical Proposi­
tion 3. The first general hypothesis (G.H. 4) suggested a relationship 
between management activities of managers of retail firms and economic 
success of the firms. The second (G.H. 5) suggested a relationship 
between sales activities and economic success. The third general 
hypothesis (G.H. 6) suggested that information seeking activities of 
managers of retail firms are related to the economic success of the 
firms. 
Management activities One specific hypothesis of linear rela­
tionship involving management activities was tested. The data supported 
the specific hypothesis of a positive relationship between time spent 
in management and supervision by farm machinery dealers and economic 
success of the firms they manage. 
These data from farm machinery dealerships provide inferential 
support for the general hypothesis that management activities of mana­
gers of retail firms are related to economic success of the firms. 
Sales activities One specific hypothesis of linear relation­
ship involving sales activities was tested. The data did not support 
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the specific hypothesis of a positive relationship between time spent 
in sales activities by farm machinery dealers and economic success of 
the firms they manage. 
The data from farm machinery dealerships do not support the general 
hypothesis that sales activities of managers of retail firms are related 
to economic success of the firms. 
Information seeking activities One specific hypothesis of linear 
relationship involving information seeking activities was tested. The 
data provided only very limited support for the specific hypothesis of 
a positive relationship between the number of information sources used 
by farm machinery dealers and the economic success of the firms they 
manage. 
The data from farm machinery dealerships provide very limited 
inferential support for the general hypothesis that information seeking 
activities of managers of retail firms are related to economic success 
of the firms. 
An additional specific hypothesis pertaining to management activi­
ties and economic success was also tested. This was the hypothesis 
of a multiple relationship between the three activity variables and 
economic success (Specific Hypothesis 22). This hypothesis received 
limited support. The three measures of activities "explained" approxi­
mately 15 percent of the variance in total dollar volume of sales and 
service. 
The final specific hypothesis (Specific Hypothesis 23) was an 
hypothesis of multiple relationship between a weighted combination of 
187 
the personality system variables, the social system variables and the 
activity variables and economic success. This hypothesis received 
2 limited support from the data. The value of R for the test involving 
net income as a measure of economic success was .3302. The value of 
for the test involving total dollar volume of sales and service as 
a measure of economic success was .7736. The one variable which ac­
counted for the greatest amount of "explained" variation was number 
of full-time employees. 
The findings have now been presented and summarized. Certain com­
ments still remain to be made not only on these findings but also on 
the methodology and the theoretical approach of the thesis. 
Evaluation and Suggestions for Future Research 
This section contains comments which pertain to the findings, to 
the methodology and to the theoretical approach of this thesis. Sug­
gestions are also made for future research on social and social-
psychological factors and economic success of retail firms. 
Comments on the findings, methods and theory 
The findings of any research study depend upon more than just the 
actual relationships among the variables in the population being studied. 
The findings are also influenced by the methods used and by the theoreti­
cal approach. If important variables (either predictors or controls) 
are excluded from the analysis, this affects the findings. If the con­
cepts are poorly operationalized, this affects the findings. And the 
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way the study is conceptualized and conducted influences the interpreta­
tion of the findings. 
It was mentioned previously that there are two main reasons why 
hypotheses of relationship may be rejected. First, the variables which 
are hypothesized to be related may actually be unrelated. Second the 
relationship may actually exist but not be measured. 
There are several reasons why relationships might go undetected. 
Some of these reasons include: 1) the sample might not be representa­
tive of the population, 2) the concepts might not be operationalized 
well, 3) the types of relationships hypothesized (and the statistical 
tests used) might not be appropriate, and 4) certain relevant variables 
might not have been controlled. All of these reasons are considered 
further below. Other comments on both methods and theory and their re­
lationships to the findings are also presented below. 
The sample used for this thesis was a stratified random sample 
(stratified by economic areas) of farm machinery dealerships. The 
sample included between six and eight percent of the farm machinery 
dealerships in Iowa in 1963. The empirical findings are considered to 
be generalizable to the population of Iowa farm machinery dealers. 
Caution must be exercised, however, in generalizing the findings to 
other geographical areas, to firms selling other product lines, and to 
years other than 1963. 
The sample included 79 farm machinery dealerships. This sample 
size was large enough to make possible the use of several different 
types of statistical tests. It was too small, however, to justify 
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extensive use of statistical control techniques such as partial cor­
relation (128). A larger size of sample would have provided greater 
freedom in the choice of analytical techniques. 
The problem of operationalizing the concepts is a crucial problem 
in any field study. The operationalization of such variables as atti­
tudes, beliefs and values is very difficult. 
There were problems involved in measuring the cognitive elements 
for this thesis. Five of six empirical hypotheses of zero order rela­
tionships involving cognitive elements, which were measured by multi-
item scales, were supported. None of the eight empirical hypotheses of 
zero order relationships involving the next four measures of cognitive 
elements were supported. These four measures were single statement 
items rather than scales. It is possible that this lack of significant 
relationships was due to the type of measures used (the single state­
ment measures) rather than to a lack of relationship between the vari­
ables . 
Net income was also difficult to measure for this thesis. Half of 
the empirical hypotheses in this thesis involved net income as a measure 
of economic success. The other half involved total dollar volume of 
sales and service. Sixteen empirical hypotheses involving total dollar 
volume of sales and service were supported while only nine empirical 
hypotheses involving the measure of net income were supported. The 
question arises: Was net income actually related to the independent 
variables so much less than total dollar volume of sales and service or 
was net income just not measured as well? 
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There is little doubt that net income was not measured as well as 
total dollar volume of sales and service (e.g., only three categories 
of net income were coded). It is also possible, however, that net 
income was actually less highly related to the various independent 
variables than was total dollar volume of sales and service. There are 
many ways in which a given level of net income can be achieved. Volume 
of business, costs, and markup on sales all influence net income. A 
given level of net income can be achieved in many ways. Dealerships 
falling in the same category of net income might differ greatly in total 
dollar volume of sales and service. They would probably also differ in 
other characteristics. (The correlation between net income and total 
dollar volume of sales and service was r = .345.) Thus, while there 
were problems in measuring net income, it is also possible that net in­
come is more difficult to predict from other variables than is total 
dollar volume of sales and service. 
The codes used for each of the measures of the independent and 
dependent variables were indicated in the methodology section. In 
interpreting the correlation coefficients it is well to remember the 
way the various measures were coded. For example, it should be re­
membered that all figures for total dollar volume of sales and service 
above 500,000 dollars were coded as 500,000. 
In any research study it is important for the statistical analy­
ses employed to be appropriate to the problems being analyzed and to 
the type of data available. Only linear relationships were tested in 
this thesis. These relationships were hypothesized on the basis of 
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theoretical considerations and past research. In only one case was 
there concern about the possibility of a curvalinear relationship be­
tween the measures. This was the variable age. A chi-square test was 
used to test for non-independence between age and total dollar volume 
of sales and service. The computed chi-square value was not signifi­
cant. 
The theoretical approach has important implications for the find­
ings of any study. It is necessary in any analysis to decide which 
variables to include and how to treat them. In this thesis it was de­
cided to develop a relatively general conceptual framework, emphasizing 
both personality system variables and social system variables. This 
follows from the suggestion by Smelser and Smelser that: 
Any concrete social situation always involves the opera­
tion of variables at both social and psychological levels 
and complicated feedback relations between the levels 
(106, p. 4). 
It was decided to involve many variables in the analysis, rather 
than to attempt to develop a tight causal argument involving only a 
very limited number of variables. This is not to suggest, however, that 
causal inferences and control techniques are not important to the de­
velopment of the social sciences. Much has been written in recent years 
about causal inferences and control (10; 19; 22; 43; 58; 102; 105; 113). 
A major concern of persons who advocate causal analysis is to control 
relevant variables in such a way as to determine precisely how a given 
independent variable is related to a dependent variable. What is de­
sired is to know not only if variable x is related to variable y but 
how they are related. What happens to the relationship between x and y, 
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for example, if some other variable, t, is controlled? 
Four possible ways of elaborating relationships involving three 
variables have been discussed by Lazarsfeld (58). The four types of 
elaboration are indicated below. 
Assume that there are three variables. The first, x, is an in­
dependent variable, the second, y, is a dependent variable and the 
third, t, is a test variable -- either an intervening variable or an 
antecedent variable (including simultaneity of x and t as antecedent). 
The test variable, t, can influence the relationship between x and y 
in four ways. 
1. The relationship between x and y may be spureous (both x and 
y follow from t). In this case t is an antecedent variable such that 
if t is controlled the relationship between x and y disappears. Lazars­
feld referred to this as "explanation" (43; 58). 
2. The relationship between x and y may be "interpreted" by t. 
In this case t is an intervening variable such that if t is controlled 
the relationship between x and y disappears. Lazarsfeld referred to 
this as "interpretation" (43; 58). 
3. The relationship between x and y may depend upon t as a condi­
tion. In this case t is an antecedent variable such that if t is con­
trolled the relationship between x and y becomes more pronounced. 
Lazarsfeld referred to this as "specification" (58). 
4. The relationship between x and y may depend upon t as a con­
tingency. In this case t is an intervening variable such that if t is 
controlled the relationship between x and y becomes more pronounced. 
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This was also referred to by Lazarsfeld as "specification" (58). 
These four types of elaboration have implications for the findings 
of this thesis. In interpreting the findings it is important to remem­
ber that some of the relationships which were found might not have been 
as pronounced or might even have disappeared if other relevant vari­
ables had been controlled. It is also important to remember that con­
trol of certain variables might have made some of the relationships 
more pronounced. 
It has already been indicated that the size of the farm machinery 
dealership sample was too small to allow the use of statistical control 
techniques in this thesis (69; 128). In addition, the time sequence of 
the data collection was not conducive to causal analysis (the data were 
all collected at one time). A goal for the future, however, is to iso­
late the variables which are most relevant to economic success in re­
tail firms and, eventually, to be able to make statements which have 
causal implications. 
A goal in developing the conceptual framework was to include the 
concepts which are most useful in analyzing various aspects of action 
and outcomes of action in retail firms. It was desired that the frame­
work would be general enough to be applicable to a wide range of prob­
lems. It was not possible in the thesis, however, to test hypotheses 
containing all of the most important concepts. Intelligence, for ex­
ample, is a trait which may be very important to economic success. In­
telligence was discussed in the conceptual framework but was not 
measured in the study of farm machinery dealers. 
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Other important concepts pertaining to group phenomena, which were 
not explicitly included in the conceptual framework, include group co­
hesion and leadership. These aspects of social systems probably have 
important implications for action and outcomes of action. 
Additional variables which are also important but which were not 
measured either as predictor or control variables in this thesis include 
trade territory and competition variables. Perhaps these variables 
can be included in future research studies of retail firms. 
On the basis of the preceding considerations some suggestions for 
future research are presented below. 
Suggestions for future research 
The building of a scientific body of knowledge is a cumulative 
process. It involves adding to conceptual frameworks and theoretical 
schemes as new data are examined and new findings are reported. It 
involves constant revision and reformulation of conceptual frameworks 
and theoretical approaches. Future research and theory building should 
lead to improved approaches to action and outcomes of action in retail 
firms. 
One important outcome of future research on retail firms should be 
further specification of the variables which are most relevant to 
various types of action and outcomes of action. Future research should 
attempt to ascertain precisely which variables are most important in 
explaining various types of action. It should also be concerned with 
interrelationships among these variables. Specific variables which 
might well be emphasized in the future include: intelligence and 
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knowledge; attitudes, beliefs and values; group cohesion; social control; 
systems of rewards; the process of decision-making; communication net­
works and the process of communication. Relationships might also be 
explored between self conceptions of managers of retail firms and their 
actions and the outcomes of their actions. 
Future research pertaining to retail firms, then, should be con­
cerned with delineating the most relevant variables and with developing 
propositions involving these variables. Care should be taken in the 
selection not only of the most relevant independent and dependent vari­
ables but important control variables should also be considered. 
The variables selected and the way they are measured will depend 
on the particular problem being analyzed. The variables should be 
measured carefully. Variables such as cognitive elements are difficult 
to measure and their measurement should be improved. Value scales such 
as those developed by Warland (122) might be useful in future studies. 
Care must be exercised, however, in adapting such scales to new popula­
tions . 
In future studies concerned with economic success measurement of 
the dependent variable must be emphasized. Variables such as net income 
must be measured very carefully. 
Sampling for future studies should be done both in terms of the 
type of analysis which is planned and also in terms of the population 
to which the findings are to be generalized. Wolins (128) has suggested 
a size of 200 or more cases if the researcher is contemplating the use 
of statistical control techniques with psychological variables. 
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Retail firms sell a wide variety of products. If generalizations 
are to be made about retail firms (rather than just farm machinery 
dealerships) it will be necessary to conduct research on firms selling 
other product lines. Future research should indicate not only the 
similarities among various retail firms but also something of the dif­
ferences between various types of retail firms. 
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SUMMARY 
This thesis has been concerned with relationships between socio­
logical and social-psychological variables and economic success of re­
tail firms. More generally it has been concerned with action and out­
comes of action in retail firms as social systems. Two main objectives 
have guided the analysis of the thesis. 
Objective 1: To delineate some of the variables which influence 
economic success in retail firms and to test for relationships. 
Objective 2: To develop a conceptual framework which will be 
relevant not only to economic success but also to a wide range of 
problems of retail firms. 
In the conceptual framework of this thesis economic success of 
retail firms was conceptualized as an outcome of action. Managers of 
retail firms were conceptualized as social actors and retail firms were 
conceptualized as social systems. It was assumed that social actors 
act in terms of definitions of situations. Both the action and the 
situation influence the outcomes of action. Situation has two main 
components: social objects and nonsocial objects. Social objects 
include personality systems and social systems. Nonsocial objects in­
clude culture and physical objects. From these considerations the 
following equation was derived: 
Outcome of Action = f(Personality of the Actor (the manager). 
(e.g. Economic Other personality systems. Social 
Success) Systems, Culture. Physical Objects). 
Equation 3. 
In Equation 3 it was assumed that action intervenes between the 
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various systems and the outcome of action. 
Separate sections of the conceptual framework were devoted to the 
personality system, the social system, culture and physical objects. 
The personality system and the social system were emphasized. Elements 
and process of personality systems and of social systems were delineated 
and discussed. The elements of the personality system included: needs; 
wants, wishes, desires; goals; values; beliefs; knowledge; sentiments; 
attitudes; interpersonal response traits; intelligence and symbolic 
skills. The individual processes included: perceiving, learning, 
thinking, cognitive-mapping and decision-making. The elements of the 
social system included: beliefs, values, goals, norms, position, role, 
rank, sanctions and facilities. The social processes included: com­
munication and interaction, socialization, social control, institution­
alization and allocation. The pattern variables and the functions of 
management were also discussed. 
Three theoretical propositions were derived from the conceptual 
framework. 
Theoretical Proposition _1: Personality systems of managers of re­
tail firms are related to the economic success of the firms they manage. 
Theoretical Proposition Certain relevant characteristics of 
retail firms as social systems are related to the economic success of 
the firms. 
Theoretical Proposition Certain relevant activities of managers 
of retail firms are related to the economic success of the firms they 
manage. 
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General hypotheses, specific hypotheses, and empirical hypotheses 
were derived for each of the theoretical propositions. The general 
hypotheses were stated in terms of retail firms. The specific hypothe­
ses and the empirical hypotheses were stated in terms of farm machinery 
dealerships. 
Data from a stratified random sample of farm machinery dealers in 
Iowa were used to test the hypotheses. Coefficients of zero order and 
multiple correlation were calculated and tested for significance. 
The findings were summarized in the previous chapter. Some high­
lights of these findings are listed below. 
There were 23 specific hypotheses of relationships between per­
sonality system variables, social system variables, activity of manager 
variables and economic success of farm machinery dealerships. Seven 
of these specific hypotheses were supported, nine received limited sup­
port , two received very limited support and five were not supported by 
the data. Eighteen of these were hypotheses of zero order relationship 
and the other five were hypotheses of multiple variate relationship. 
Each of the five specific hypotheses of multiple relationship received 
at least limited support. 
There were six general hypotheses. The results of the tests of 
the specific hypotheses provided inferential support for three of the 
general hypotheses, limited inferential support for one of the general 
hypotheses, very limited inferential support for one of the general 
hypotheses and one of the general hypotheses was not supported. These 
general hypotheses are listed below. 
200 
General Hypothesis _1: Certain relevant cognitive elements of man­
agers of retail firms are related to the economic success of the firms 
they manage. 
The farm machinery data provided inferential support for this 
hypothesis. The cognitive elements which were most highly related to 
economic success included: the value placed on mental activity, pro-
gressivism, and the value placed on influencing farmers' decisions. 
There was also limited support for the relationship involving the value 
placed on security (negative relationship) and the relationship in­
volving the value placed on keeping informed. 
General Hypothesis 2^: Certain relevant background characteristics 
of managers of retail firms are related to the economic success of the 
firms they manage. 
The farm machinery data provided limited inferential support for 
this hypothesis. The specific hypothesis of a relationship between 
formal education and economic success received limited support, as 
did the specific hypothesis involving years of management experience. 
General Hypothesis _3: Certain relevant facilities and resources 
of retail firms are related to the economic success of the firms. 
The farm machinery data provided inferential support for this 
hypothesis. Both number of full-time employees and net worth were 
significantly related to economic success. There was limited support 
for the hypothesized relationship between the line of products sold 
and economic success. 
General Hypothesis 4: Management activities of managers of retail 
201 
firms are related to the economic success of the firms they manage. 
The farm machinery data provided inferential support for this 
hypothesis. The specific hypothesis of a relationship between time 
spent in management and supervision by farm machinery dealers and 
economic success was supported. 
General Hypothesis Sales activities of managers of retail 
firms are related to the economic success of the firms. 
The farm machinery data did not support this hypothesis. 
General Hypothesis Information seeking activities of managers 
of retail firms are related to the economic success of the firms they 
manage. 
The farm machinery data provided only very limited support for 
this hypothesis. The specific hypothesis of a relationship between the 
number of information sources used by farm machinery dealers and the 
economic success of the firms they manage received very limited sup­
port. 
Limitations of this thesis and suggestions for future research 
were discussed. In future research attention should be given to de­
lineating the variables which are most relevant to action and outcomes 
of action in retail firms and to discovering interrelationships among 
the variables. Care should be exercised in measuring the variables. 
Samples should be drawn which will be large enough to allow the use 
of statistical control techniques. And various types of retail firms 
should be studied so that both similarities and differences among re­
tail firms can be analyzed and general propositions can be developed. 
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It is hoped that both the conceptual framework and the research 
findings of this thesis will provide a point of departure or, at least, 
some relevant insights for future research on action and outcomes of 
action in retail firms. 
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APPENDIX 
Tables of Correlation Coefficients 
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Table 15. Correlations between measures of the independent variables 
and the dependent variables in the thesis^ 
Independent variables 
Dependent variables 
Total dollar 
volume of 
Net sales and 
income service 
»!> *2) 
Personality system variables 
Cognitive elements 
Value placed on mental activity .230 ,363 
Xg Progressivism .270 .233 
X^ Value placed on security (risk 
aversion) -.268 -.158 
X^ Value placed on economic goals -.153 -.071 
X^ Value placed on non-economic goals -.100 -.062 
Xg Value placed on approval of peers -.164 -.064 
Xy Value placed on independent 
decision-making ,019 .009 
X Value placed on influencing farmers' 
decisions .239 .282 
Value placed on keeping informed 
XQ Willingness to attend training 
sessions -.008 .298 
X^Q Perceived importance of informa­
tion on management practices .072 .348 
X,, Perceived importance of product 
information .174 .230 
Background characteristics 
Xj^2 Age .028 -.041 
X^2 Formal education .176 .208 
Xj^^ Years of management experience .198 .043 
correlation coefficient of .187 is significant at the .05 level 
of probability on a one tail test. A coefficient of .262 is significant 
at the .01 level on a one tail test. 
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Table 15. (Continued) 
Dependent variables 
Total dollar 
volume of 
Net sales and 
income service 
Independent variables (Y^) (Yg) 
Social system variables 
Facilities and resources 
Number of full-time employees 
Net worth 
16 
Popularity score for line of 
products sold 
Activity variables 
X^g Time spent in management and 
supervision 
X^g Time spent in sales activities 
XgQ Number of information sources used 
.395 
. 260  
.797 
.517 
140 .483 
.279 
.024 
.128 
,318 
.124 
.140 
217 
Table 16. Matrix of intercorrelations between measures of the independent and depende 
Variables 
Personality system variables 
Cognitive elements 
Value placed on mental 
activity 
X2 Progressivism 
X3 Value placed on security 
(risk aversion) 
Value placed on economic 
goals 
X^ Value placed on non-economic 
goals 
Xg Value placed on approval of 
peers 
Xy Value placed on independent 
decision-making 
Xg Value placed on influencing 
farmers' decisions 
Value placed on keeping 
informed 
Xg Willingness to attend 
training sessions 
Xio Perceived importance of 
information on manage­
ment practices 
Xii Perceived importance of 
product information 
Background characteristics 
X12 Age 
X]^3 Formal education 
X-j^^ Years of management ex­
perience 
Social system variables 
Facilities and resources 
Xi5 Number of full-time em­
ployees 
Xi£ Net worth 
X^y Popularity score for line 
of products sold 
Activity variables 
X18 Time spent in management 
and supervision 
X^g Time spent in sales 
activities 
X20 Number of information 
sources used 
Economic success variables 
Y2 Net income 
Y2 Total dollar volume of 
sales and service 
Xl X2 X3 X4 X5 X6 X7 X8 X9 
.207 
-.298 -.393 
-.057 -.211 ,203 - — 
-.183 -.269 .316 -.213 -
-.106 -.169 .201 .180 .063 - - - -
-.154 -.041 -.069 .148 .021 -.124 
-.018 .009 .089 .171 -.098 .097 .250 - - - -
.008 .032 .090 -.170 .059 .100 -.050 .202 - - - -
.118 .021 -.147 .057 .123 .179 -.018 .321 .426 
.143 .057 -.208 -.228 .119 -.101 .245 .206 .277 
.049 
.302 
-.246 
.185 
.316 
-.447 
-.010 
-.155 
.326 
-.252 
.004 
-.187 
.039 
.026 
.055 
-.077 
-.207 
.229 
.120 -.102 .044 -.013 -.030 -.152 -.047 .126 -.204 
.348 
.242 
.260 
-.005 
-.181 
-.089 
-.121 
-.125 
-.023 
-.052 
.098 
-.050 
-.020 
-.001 
.272 
.075 
.260 
.125 
.224 .020 - .046 .119 -.193 .145 .122 .279 .120 
.217 .053 .022 -.084 .105 .108 .014 .279 .194 
.091 .116 -.168 -.032 -.080 -.043 .029 .093 -.097 
.002 .089 .140 -.088 .196 .208 .018 .206 .277 
.230 .270 -.268 -.153 -.100 -.164 .019 .239 -.008 
.363 .233 -.158 -.071 -.062 - .064 .009 .282 .298 
^A correlation coefficient of .187 is significant at the .05 level on a one tail te 
tail test. 
ind dependent variables^ 
Xs Xg X^o Xji ^12 ^13 ^14 ^15 ^16 ^17 ^18 ^19 ^20 ^2 
,202 ----
.321 .426 
.206 .277 .398 
.055 -.207 -.080 -.032 
-.077 .229 .196 .271 -.322 
.126 -.204 -.112 -.107 .653 -.124 
.272 .260 .292 .193 -.027 .190 .079 
.075 .125 .261 .255 .168 .072 .325 
.279 .120 .042 .158 -.032 .068 .080 
.279 .194 .206 .160 .158 .152 .170 
.093 -.097 -.081 .077 -.159 .042 -.148 
.206 .277 .341 .331 .253 .066 .051 
.239 -.008 .072 ,174 .028 .176 .198 
.282 .298 .348 .230 -.041 .208 .043 
.500 
.325 .263 
.416 .209 .223 
.035 .017 .126 -.280 
.116 .165 .114 .238 -.011 
.395 .260.140 .279 .024 .128 
.797 .517 .483 .318 .124 .140 .345 --
one tail test. A coefficient of .262 is significant at the .01 level on a one 
